PHOENIX MUTUAL 


EBANCIES TENT LBLO 


— when the above engraving of Hartford was 
used on every Phoenix Mutual policy, all 
letters, records, and even the policies them- 
selves, were laboriously inscribed by hand. 
There were no typewriters. No telephones. 
And no electric lights. 


Then, the assets of the Phoenix Mutual 
were just over $6,000,000. Today they are 
over $248,000,000. Then, the insurance in force 
was $56,000,000. Today it is over $670,000,000. 

In the last ten years alone, including six 
of the worst depression years in history, the 
“in force” of the Phoenix Mutual has gained 
$125,000,000 — over twenty per cent. 


Natural pride in this fine record is 
increased by the knowledge that such 
progress also proves once again the 
soundness of the pioneer agency plan 
adopted many years ago by the 
Phoenix Mutual. 


When this plan was originated, it was 
believed that a small, compact group of care- 
fully trained men would be more effective 
than a large, loosely-controlled group with 
even average ability. 

Then it was Jelieved that policyholders 
and their friends would appreciate the better 
service that these more capable men would 
be able to render, and would show their 
appreciation by continued patronage and by 
recommending the Phoenix Mutual to others. 

Now these theories have become proven 
facts. Now the truth is known! 

This year, next year, and for many 
years to come, the Phoenix Mutual 
will continue to devote its energies to 
the production of an increasing quan- 
tity of quality business by a compact 
group of men of whom the great 
majority are successful. 
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Institution's Future 
in Agents Hands, 
Says Zimmerman 


National Association Head 
at Chicago Breakfast Dis- 
cusses Implications 


Life insurance, along with other Amer- 
ican business, is confronted by a multi- 
plicity of attacks, culminating in the 
TNEC probe and all of its implications, 
and needs the honest, intelligent, sincere 
service of all its salesmen to offset the 
threats, C. J. Zimmerman, president Na- 
tional Association of Life Underwriters, 
declared in a breakfast talk in Chicago 
keynoting Annual Message Week. His 
remarks also represented amplification 
of the National association program of 
activities which was announced last 
week. 

With the TNEC study of life insur- 
ance which was resumed Thursday, 
there is offered, he said, an opportunity 
to all life salesmen to meet the challenge 
of radical implifications about the busi- 
ness. Life insurance, with its million 
contacts daily with the public, can mar- 
shal the greatest public relations effort 
this country ever has seen, he said. 

The attacks primarily are against cre- 
ative salesmanship, which is the medium 
through which the huge volume of life 
Insurance has been put in force in this 
country, Mr. Zimmerman said. 


Big Factor in Civilization 


“The life underwriters are bringing to 
the American people,” he went on, 
Sometimes in the spirit of pioneering, 
a product that would not be available ex- 
cept through creative salesmanship. I 
wonder if creative salesmanship is not 
responsible for bringing this country to 
the highest state of civilization ever at- 
tamed anywhere; whether it has not 
Played a big part in making life insur- 
ance better, even as in the case of auto- 
mobiles, radios, etc.” 

He pointed out ‘that the technique of 
those who would bring in a new order 
of things is to bring about disunity, to 
break down American business into 
small, uncoordinated groups and attack 
them one at a time. 

This is not an attack on a particular 
business,” Mr. Zimmerman commented, 
but on creative salesmanship. We have 
a story to tell with American business 
men, but we have not been able to get 
together cooperatively with business and 
industry. 


TNEC Changes Its Viewpoint 


“ 

Some months ago the TNEC said it 
Was interested only in industrial life in- 
— and not in ordinary insurance, 
although, since, I have heard there has 
een a change. _ This is a strategy as old 
as history. It is the same as is used by 

itler—that of dividine a front. It 
must be met with a united front.” 

“t. Zimmerman pointed out three im- 


(1) 


Plications from the TNEC probe: 
(CONTINUED ON PAGE 24) 








Annual Message Widely, 
Enthusiastically Observed 


NEW YORK—Linking life insurance 
in appealing fashion with deep rooted 
American ideals of thrift and democracy, 
William Allen White, famed editor of 
the Emporia, Kan., “Gazette,” got the 
Annual Message of Life Insurance off to 
a full-speed start Monday in his keynote 
address before the New York City Life 
Underwriters Association. Many other 
local associations also heard Mr. White’s 
talk, which was carried by the National 
Broadcasting Company. 

More than 1,200 persons attended the 
luncheon, making it one of the best at- 
tended functions the New York City 
association has ever staged. Many 
agents brought clients and prospects as 
guests. 

Mr. White stressed the idea that life 
insurance is a front line trench of dem- 
Ocracy because it sustains 70 nercent of 
the people in a great middle class which 
is the bulwark of free sovernment. He 
said that the foundations of the nation 
rest upon an equitable distribution of 
wealth to each man according to his tal- 
ents, adding that “probably no other in- 
stitution in our American life provides 
so exactly the reward of a man’s quali- 
ties as his life insurance.” 


Democracy More Than Laws 


Saying that it is a fatal blunder to as- 
sume in discussing democracy that it is 
something having chiefly to do with 
government, Mr. White said that free 
speech, free press, and other appurte- 
nances of democracy are merely the ma- 
chinery to aid men in the pursuit of hap- 
piness and that one of the fundamentals 
of human happiness is a sense of secur- 
ity, which in turn comes to a man who 
feels he is participating in the benefits of 
the civilization which, according to the 
quality of his talents, he has helped to 
create. 

“What other institution goes so far in 
the pursuit of happiness as this work of 
our hands, this tower of security which 
we call life insurance, a product of thrift 
and democracy?” Mr. White asked. “I 
declared just now that in this achieve- 
ment America stands in a class by her- 
self. Let me explain: First, in the num- 
ber of her citizens, working together to 
maintain it; second, in its beneficiaries; 
third, in its relation to the whole fabric 
of capital in our free economic democ- 
racy. Asa job maker alone it turns into 
American business $200,500,000 every 
year, more money than any of the gov- 
ernmental resources of our official ben- 
evolence. As a source of our capital it 
fills and refills a vast pool of credit 
which is the life of American business. 
This could have been done only in a 
<r republic—the land of the 
ree. 


Proof of Democratic Ideal 


“The unique and almost universal in- 
vestment in insurance throughout the 
American middle class, high and low, is 
one of the proofs that the democratic 
ideal is solidly anchored in our way of 
life. In that democratic ideal is anchored 
faith in the individual’s responsibility for 
his destiny. In that democratic ideal is 
embodied man’s faith in man which 
binds the sanctity of contract. In the 
democratic ideal which is typified by the 
wide spread of American life insurance 


is found the true road to real prosperity. 

“And don’t forget this: Poverty and 
freedom are easily divorced. Prosperity 
and freedom dwell together. The widely 
diffused prosperity that comes out of 
American life insurance is the cement in 
our foundations of freedom.” 

Mr. White dwelt on the fact that most 
Americans are not dollar chasers but are 
interested in doing their jobs well and 
not having to worrv about how they 
shall be clad, what they shall eat, and 
how they shall face old age. Life insur- 
ance, he said, contributes to ward off 
these worries. 


Speaker Well Introduced 


The speaker, who is widely famed and 
respected for his common sense ideal- 
ism, got a three-ply introduction. First, 
the retiring president of the New York 
City association, L. A. Cerf, Jr., intro- 
duced the organization’s new head, Ben- 
jamin Alk, Penn Mutual, who in turn 
introduced Vice-president J. C. Behan of 
the Massachusetts Mutual Life, chair- 
man of the Annual Message executive 
committee. Mr. Behan then introduced 
Mr. White. Extemporizing for the few 
minutes before Mr. White was scheduled 
to go on the air, Mr. Behan drew on his 
store of anecdotes and had no trouble 
keeping the crowd from getting ifnpa- 
tient. 

Many other local associations had spe- 


cial meetings in connection with the an- 


nual message this week, the most elabo- 
rate, outside of New York, being Pitts- 
burgh Chicago, and Los Angeles. Many 
of these meetings were held Thursday. 

_ Local associations made much use of 
tie-in advertising in local newspapers. 
Attractive colored posters were distrib- 
uted. A 15 minute radio disc was in 
much demand for broadcasting over lo- 
cal stations, 125 of the 150 recordings 
having been spoken for by Monday. This 
was a dramatic presentation done in 
“March of Time” style. 

While the film is not directly linked 
up with the annual message, “Yours 
Truly, Ed Graham,” the Institute of Life 
Insurance sound movie, was shown ex- 
tensively during the week before civic 
clubs and other local organizations. Ad- 
dresses before the same type of gather- 
ings were made in connection with the 
Annual Message by life insurance men 
and to perhaps a oreater extent than 
ever before bv outside sneakers. givine 
the weight of third partv influence to the 
endorsement of life insurance. dunlicat- 
ing on a lesser scale the kevnote address 
bv Mr. White in New York. 





BIG DALLAS DRIVE 








DALLAS—Innovations in nublicizing 
the Annual Message by the Dallas As- 
sociation of Life TInderwriters included 
celebration of Life Insurance Day at 
the state fair. The film, “Yours Truly, 
Ed Graham,” was shown throughout the 
day in the educational buildine at the 
fair. Announcements regarding the 
movie were made bv the loudsveaker 
svstem at the fair and bv a sound truck 
which patroled the business section of 
Dallas. 

(CONTINUED ON PAGE 25) 





TNEC Hearings on 


Agency Practices 
Begin This Week 


Questionnaire Also Sent; 
Coincides with Annual 
Message Week 


WASHINGTON—Hearings on agency 
practices in the ordinary field were 
scheduled to begin Thursday of this 
week before the Temporary National 
Economic Committee, witnesses being 
President T. I. Parkinson of the Equit- 
able Society and Arthur Coburn, vice- 
president Southwestern Life. Hearings 
are not expected to last more than two 
or three days. 

Many life insurance men have won- 
dered whether the TNEC’s decision to 
hold these hearings during the week of 
the Annual Message of Life Insurance, 
was purely a coincidence. This skepti- 
cism has been heightened by the fact 
that an extensive questionnaire on 
agency practices was also announced 
and sent out this week to 68 of the larg- 
est companies accounting for 90 percent 
of the life insurance in force. Quite a 
few newspapers ran the questionnaire 
announcement in the same story with the 
information on the annual message. 


Scope of Questionnaire 


Since Dec. 15 is the date by which the 
questionnaires are to be returned, an- 
swers will not be the basis of the new 
hearings but the type of information 
sought probably gives an accurate idea 
of the questioning at the hearings. The 
questionnaire seeks data on home office 
and field policies in meeting selling prob- 
lems, with particular emphasis on train- 
ing of agents, the relative advantages 
and disadvantages of the branch office 
and general agency systems, compensa- 
tion of agents and career possibilities 
for agents. 

Information is also sought as to how 
the home office keeps in touch with prac- 
tices and problems of the agency force 
and the manner in which the agency 
committee and the chief home office 
executives operate in handling agency 
problems. Included are questions on 
numbers and types of policies sold, 
amounts of business written at standard 
and substandard rates, asset shares, pre- 
ferred risks policies, sales contests, retro- 
active benefits extended to policyhold- 
ers, training of general agents and man- 
agers, home office cost per policy of 
issuing and maintaining an ordinary in- 
surance policy in force during the first 
policy year and subsequent years, cost 
of issuing not-taken policies, persistency 
ratings of insurance made at the time of 
issue, and the like. 

The scope of the questionnaire was 
limited, it was said, in order to permit 
companies to complete their answers be- 
fore the rush of year end work on an- 
nual statements. 

The Securities & Exchange Commis- 


(CONTINUED ON PAGE 26) 
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Japanese Woman Is Leader 


Hawaiian Producer of Occidental Life Has Had 
Interesting Career—Ranks 12th in Company 





The charming little Japanese woman 
who paced the Hawaiian agency of the 
Occidental Life of California and gave 
Occidental leaders throughout the world 
real production competition was one of 
the two out of Hawaii’s seven Los Con- 
quistadores Club qualifiers to make the 
voyage to the San Francisco convention. 

She is Mrs. Chiyeko Takushi of Hon- 
olulu who was 12th in paid premiums 
among all Occidental producers for the 
1938-39 club year and in addition had a 
persistency ratio of more than 90 per- 
cent on second-year business. Her app- 
a-week total of 159 consecutive weeks 
represents a perfect record since she 
entered the life insurance business just 
three years ago last summer. 

Although Mrs. Takushi speaks excel- 
lent American-English, she was born in 
Japan. She was taken to Hawaii by her 
parents when quite young, and reared 
and educated in the islands. Following a 
commercial school education, she went 
into secretarial work for a Honolulu 
trust company and later became a 
teacher. She decided to combine mar- 
riage with her business career. Her hus- 
band is a cafe owner in Honolulu. She 
has three sons, 13, 11 and 9. 

Has Gold Mine of Prospects 

Mrs. Takushi joined the Security 
agency of the Occidental Life after 
seven years of teaching. Her many con- 
tacts in the business world proved a 
gold mine. She knew the parents of 
many children whom she had taught in 
kindergarten. Here was a natural source 
of fine prospects, for most of these par- 
ents were persons of more than average 
means and Mrs. Takushi could speak of 
their children on a first-name_ basis. 
Furthermore, the Japanese are particu- 
larly education conscious and life insur- 
ance for the purpose of guaranteeing 
opportunity for their children strikes an 
immediate chord of approval. Her more 
than 300 policyholders (an average of 
about 100 a year since she started sell- 
ing) include many a parent whose pol- 
icy is an educational endowment assur- 
ing funds for a thorough schooling. 

Although the majority of her work 
has been among persons of her own 
race, Mrs. Takushi also has Chinese and 
Haoles (it’s pronounced Howlee and 
means Caucasians) among her policy- 
holders. She especially wants to build 
a larger clientele among them because 








she believes in having a wide and varied 
group of policyholders. 

There is little difference in the Jap- 
anese or Chinese viewpoint toward life 
insurance and its purposes, as compared 
with that of Americans, Mrs. Takushi 


meng 








MRS. CHIYEKO TAKUSHI 


found. They all buy life insurance for 
the same reasons and expect it to do 
the same things for them. There is, she 
said, a changing viewpoint among the 
Japanese, which is not different from 
the gradually changing viewpoint among 
Americans. The Japanese of the older 
generation tended to look upon life in- 
surance largely as an investment and 
had little grasp of its significance as pro- 
tection. Its provision for payment at 
death, interested them little. It was the 
maturity provision they liked. Thus they 
bought largely the short term endow- 
ments, just as 20-year endowment used 
to be one of the most popular policies 
in this country up to some 30 years ago. 

Younger Japanese, says Mrs. Takushi, 
think of life insurance largely for its pro- 
tection element and only secondarily as 
a safe investment. They think in terms 
of what it means to their families rather 
than to themselves. Here is seen a close 








parallel to the trend toward “protection 
first” in this country. 

The working methods used by Mrs. 
Takushi do not differ from those used 
by American salesmen. The rule in the 
Security agency calls for an attempted 
10 calls a day, and she tries strictly to 
adhere to it, although she admitted a lit- 
tle bit self-critically, that she probably 
only averaged eight contacts a day in 
spite of good intentions. Of these, she 
said, she usually manages to have an 
average of five actual interviews a day. 
Most sales, she said, are on the second 
call except in unusual cases. No person, 
she thought, ought to need more than 
two calls to size up his prospect, make 
a presentation and determine pretty ac- 
curately whether he was a suspect or 
prospect. 


Plans Being Made 
for the Seminar 


A life officers investment seminar of 
the American Life Convention is to be 
held at Indiana University, Blooming- 
ton, over a period of two weeks, the 
first session to be held July 7, 1940. 
Life officers concerned with investments 
will compose the study group. Tenta- 
tive plans include basic courses in such 
subjects as contemporary economic 
problems, money and banking, business 
forecasting, statistics and real estate 
mortgage lending. Group discussions 
are planned to consider problems and 
technique in special fields of security in- 
vestment with special evening lectures 
by outstanding business men and tech- 
nical authorities. The faculty will be 
drawn from the principal universities 
and investment experts, both in private 
business and government service. 


Nollen at Agencies’ Meeting 


G. S. Nollen, president, and W. F. 
Winterble, director of agencies Bank- 
ers Life of Iowa, attended a meeting 
at Chicago of the Bowman agency of 
that city and the McClenaghan agency 
of Elgin, Ill., which wound up a 30-day 
business campiign honoring Mr. Nol- 
len. The agency of J. M. McClenaghan, 
Elgin, Ill., participated, and General 
Agent McClenaghan attended the Chi- 
cago meeting with four agents. The 
combined business of the two offices in 
the drive totaled $285,000, and they 
pledged $690,000 additional in the rest 
of 1939. Marquis Bowman, general 
agent presided at a business session and 
luncheon. President Nollen discussed 
the company, Mr. Winterble gave a 
sales talk on planning, and Mr. Mc- 
Clenaghan gave an address. 








CANADA LIFE AGENCY DEPARTMENT APPOINTMENTS 








T. H. GOOCH 





R. A. SANDERSON 





G. A. WALTER 


The Canada Life has appointed T. H. Gooch and R. A. Sanderson, formerly agency assistants, as agency supervisors, and 


G. A. Walter, formerly educational assistant, as educational supervisor. 








Transportation Chairman 
for the Commissioners 


Maj. M. J. Harrison, Arkansas insur- 
ance commissioner, has been appointed 
chairman of the transportation commit- 
tee for the mid-year meeting of the Na- 
tional Association of Insurance Com- 
missioners at Edgewater Gulf Hotel, 
Edgewater Park, Miss., the week of Dec, 
3. It is planned to have special Pull- 
mans unite probably at Memphis, com- 
ing from different directions. Major 
Harrison will act as the central infor- 
mation officer as to times of departures 
and places where special Pullmans will 
be arranged. 

Major Harrison has appointed George 
W. Wells, secretary Northwestern Nat- 
ional Life, Minneapolis, to take charge 
of transportation arrangements for the 
northwest, while Roy L. Davis, assistant 
Illinois insurance director, A1445 In- 
surance Exchange, Chicago, will have 
charge of transportation arrangements 
for the Pullmans running out of Chi- 
cago. 


McLOUGHLIN EASTERN CHAIRMAN 


NEW YOR K—Deputy Insurance 
Superintendent Edward McLoughlin, 80 
Centre street, will serve as eastern chair- 
man for the transportation committee in 
connection with the meeting of the in- 
surance commissioners at Edgewater 
Park, Miss. He has not yet made 
definite plans as to when the eastern 
contingent will leave. 


PLANS FOR THE MEETING 


The executive committee of the Na- 
tional Association of Insurance Commis- 
sioners will hold a meeting at the Edge- 
water Gulf Hotel, Edgewater Park, 
Miss., the afternoon of Dec. 6. All the 
officers and members of the committee 
are expected to be present. The conven- 


tion proper will meet Dec. 7-9, closing | 


probably Saturday noon. Some of the 
entertainment events will be the evening 
of Dec. 8. 


Duel Urges United Front 
Against Federal Control 


Morvin Duel of Fond du Lac, the new 
Wisconsin commissioner, was unable to 
attend the Wausau convention of the 
Wisconsin Association of Insurance 
Agents, but he sent this message: 

“These are days which present very 
serious problems, not only to the insur- 
ance agents, but also to the insurance 
companies. Whatever differences you 
may have between groups, individuals 
or classes of companies, it seems to me 
that it would be wise to compose your 
difficulties so that you all may present 
a united front for the preservation of the 
business in which you are engaged. | 

“No one acquainted with the situation 
which confronts the companies at the 
present time, would want to do anything 
that would enable the advocates of fed- 
eral regulation of insurance to accom- 
plish their purpose.” 





Decision in War Risk Case 

The United States district court for 
the western district of Washington, 
northern division, in Howard vs. U., 
A., decided a case involving war risk 
insurance. While a passenger on a lake 
ferry the insured disappeared under cit- 
cumstances which indicated suicide, his 
body was never found, and at the ex- 
piration of seven years recovery was 
sought under the war risk policy on the 
presumption of death. The government 
moved to dismiss the complaint on the 
ground that the action was not timely 
and was barred by the statute of limita- 
tions. In denying the motion, it was 
held that no cause of action accrued 
until the expiration of the seven-yeat 
period, when proof of death could be 
made and since the action was comfl- 
menced within the six-year period, fol- 
lowing the seven-year presumption, tt 
was timely. 
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Mutual Benefit Has 
Deferred Annuity 
for Its Agents 


Makes Provision for Old 
Age—Rhodes Tells of 
the Plan 


The Mutual Benefit Life has ar- 
ranged a retirement or pension plan for 
agents devising a form of deferred an- 
nuity from age 65. Vice-president 
Rhodes makes the following announce- 


ment: 

“The home office has been engaged 
for some time past in an endeavor to 
meet the desires of a number of agents 
who are concerned with the necessity 
of making some financial provision for 
their old age. To accomplish this re- 
sult, the company has devised a form of 
deferred annuity, beginning on the an- 
niversary of the contract nearest age 
65. This anniversary is referred to in 
the contract as the retirement date. 
The contract will be issued only to gen- 
eral agents, to those who, in the judg- 
ment of the company, are full time so- 
liciting agents, and to the salaried office 
employes of general agents. _ 

“The monthly annuity for which the 
contract will be issued is $10 or a mul- 
tiple thereof. An individual may hold 
more than one contract. They may be 
taken at various times, but the maximum 
annuity under all contracts on any one 
life cannot exceed $200. An agent may 
thus apply at first for such an amount 
as his present earnings would justify and 
as his earnings increase he can apply 
for additional amounts. 


Payment of Premiums 


“An annual premium will be called 
for in every case but the premium pay- 
able on delivery of the policy need not 
be paid in full, nor need subsequent an- 
nual premiums be paid in full, the con- 
tract being so framed as to recognize 
the irregularity of an agent’s commission 
income. The company, however, does 
not care to accept in settlement of the 
first premium an amount less than the 
annual premium required for a monthly 
annuity of $10. The initial payment 
should accompany the application and 
be reported to the company by the gen- 
eral agent. Thereafter instalments of 
any premium may be paid at the con- 
venience of the agent through the gen- 
eral agent; but not oftener than once in 
each calendar month and not for an 
amount of less than $10. As premiums 
are reported, the company will prepare 
and forward a receipt therefor. The 
company will not forward notices of 
Premiums due, but it will, when request- 
ed, forward a statement of the account 
between the company and the annui- 
tant. Premiums cannot be paid in ad- 
vance. 

“Arrears of premiums, with interest 
at not to exceed six percent per annum, 
may be paid in whole or in part, at any 
time prior to the retirement date. Any 
partial payment of the arrears will be 
regarded as a payment on account of 
the earliest arrears. If at the retirement 
date there tbe any arrears of premiums, 
the monthly income will be proportion- 
ally diminished as set forth in the para- 
gtaph entitled ‘Adjustment of Monthly 
Income.’ On the other hand, if there 
be no arrears, and if any premiums be 
Credited with more than 3 percent in- 
terest, the stipulated monthly income 
will be increased. 

f an agent shall die before reaching 
the retirement date, the company will 
(CONTINUED ON PAGE 26) 


Map Campaign to 


|Land Mid-Year 


Meet in Davenport 


Steps were taken at a conference in 
Des Moines of leaders in organization 
activities to win the 1940 mid-year 
meeting of the National Association of 
Life Underwriters for Davenport: The 
conference was attended by officers of 
the state association and of the local 
units in Iowa. The resolution will be 
presented to the National association by 
Karl Madden, Penn Mutual, Davenport, 
who was elected a national trustee at 
the St. Louis convention. 

The Iowans have expressed a keen 
desire for the past two years to have 
the mid-year meeting at Davenport 
and in 1938 and 1939 sales congresses 
of exceptional size and character were 
conducted there, partially at least to 
prove to the National association that 
Davenport can, accommodate a crowd 
and is an enthusiastic association city. 

Also at the conference plans were 
completed for a sales congress at 
Mason City Nov. 16. 





Insuring Renewal Against 
Death of Assured 


Some time ago THE NATIONAL UNDER- 
WRITER printed an inquiry from an agent 
who was interested in finding whether 
there was available any plan of insur- 
ance under which a life insurance agent 
might insure the continuity of his 
commissions for a period of years 
should the agent be deprived of his re- 
newals through the death of his as- 
sured. Hansen & Rowland, Inc., gen- 
eral agents of Tacoma, Seattle and 
Portland, state that they have informa- 
tion regarding the insuring of risks of 
this kind and Hansen & Rowland has 
developed a form. 





Legal Section Secretary 
Is St. Paul Leader 





E. A. Roberts, vice-president and 
general counsel of Minnesota Mutual 
Life, is the new 
secretary of the 
Legal Section of 
the American Life 
Convention. This 
places him in line 
for election as 
chairman of the 
section at the 1940 
meeting and he 
would preside in 
1941. 

Mr. Roberts is a 
native of Hough- 
ton, Mich. He at- 
tended the Univer- 
sity of Minnesota 
and graduated in law from Yale. He 
was engaged in the general practice of 
law in Duluth from 1922-25. He is vice- 
president of the American Life Conven- 
tion for Minnesota, is a director of the 
St. Paul Athletic Club, director of Cen- 
tral Community House, president Provi- 
dent Loan Society, legislative counsel 
for the Life Presidents Association and 
St. Paul Life Underwriters. He is a 
director of the St. Paul Community 
Chest. 


E. A. Roberts 





Texas Commissioners Won't Attend 


AUSTIN, TEX. — Although mem- 
bers of the Texas board of insurance 
commissioners have been accorded hon- 
ors in committee appointments in the 
National Association of Insurance Com- 
missioners, it is probable they will have 
no part in proceedings of its conventions 
because of provisions of the new bien- 
nial appropriation bill, which prohibits 
state officials from attending such meet- 
ings at state expense. The commission- 
ers accordingly indicate they will not be 
participants in the association’s meet- 
ings. 








WILLIAM H. KINGSLEY 
Chairman of the Board 








TAILORING 


Here and there the Agents of every Company still come 
upon a prospect who pictures life insurance service as being 
merely the payment of a lump sum at the death of the buyer. 
He is astonished to learn that nowadays the representatives 
of every Company, if they are worth their salt, do a special- 
ist’s job of fitting a service plan to a policyholder’s needs. 
Financial circumstances and family needs are expertly scanned. 
That done, the underwriter gives his man and his family an 
individual plan that is a tailor-made fit. 
practice, and the Agents of every Company, without excep- 


tion, use it,—regardless of what it may be called. 


Life insurance salesmen are unexcelled in their alertness 
so to plan that the policyholder and his family shall have 
that coverage which the most nearly parallels the studied 


need. They “deliver the goods 
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THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


This is universal 
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JOHN A. STEVENSON 
President 


























Companies Nof 
Getfing Proper 
Medical Service 


Dr. H. W. Cook Cites Short- 
comings in the Organi- 
zation of Examiners 


OFFICERS ELECTED 


President—H. M. Frost, New Eng- 
land Mutual. 

First vice-president — D. B. Cragin, 
Aetna Life. 

Second vice-president — D. E. W. 
Wenstrand, Northwestern Mutual. 

Secretary—E. G. Dewis, Prudential. 

Treasurer—A. O. Jimenis, Metropoli- 
tan Life. 

Editor of proceedings—H. E, Unger- 
leider, Equitable Society. 


Dr. Henry W. Cook, in his presiden- 

tial address at the annual meeting of the 
Association of Life Insurance Medical 
Directors, voiced the belief that insur- 
ance companies are not obtaining the 
highest grade of medical service which 
the American profession is capable of 
rendering or which the companies are 
justified in receiving. Dr. Cook is vice- 
president and medical director of North- 
western National Life. 
_ The companies, he said, could obtain 
in most places of any reasonable size 
examiners “who could and would give 
us for the 15 or 20 minutes necessary 
for our very superficial requirements, a 
short, accurate history, the pulse rate 
and rhythm, a correct blood pressure 
reading, the height and weight, a com- 
petent auscultation of the heart and 
lungs and report whether albumin or 
sugar is present in an authentic speci- 
men; the same accurate, conscientious 
work that these men would give a pa- 
tient usually for a smaller average col- 
lected fee than our companies pay.” Dr. 
Cook said he believes that in many ex- 
aminations the companies are not receiv- 
ing this grade of work and that their 
failure to receive it is responsible for 
many early and costly losses. 


Shading Blood Pressures 


“It is grimly amusing,” Dr. Cook con- 
tinued, “to realize the vast amount of 
research, thought and effort we spend 
in determining the hazard from an ex- 
tra 10 mm. of hypertension, when an 
examiner may shade a blood pressure 
40 mm. without a qualm because the ap- 
plicant has hurried to the office, smoked 
a cigar, has had family or business trou- 
bles or because many physicians con- 
scientiously think that insurance compa- 
nies are overtechnical about blood 
pressure. 

“T recall one large case brokered for 
$100,000 apiece to a number of compa- 
nies, where only one out of eight exam- 
iners refused to examine the man at 7 
a. m. before he had risen from bed. At 
that time his blood pressure was about 
140. In the afternoon it was 170.” 

Insurance examining does not have 
the high standing with the profession 
that it should have, according to Dr. 
Cook. Many good men refuse to do in- 
surance examining. Some physicians be- 
lieve that honest, careful examinations 
are not wanted by insurance.companies 
and that conscientious examiners are 
constantly dropped for more complacent 
men. 

Dr. Cook said he believes that the 
chief and alternate system is the one 
that will give the maximum of accurate, 
conscientious work. Where several ex- 
aminers are competing for agency pat- 
ronage, the quality of the examinations 
will suffer. 

(CONTINUED ON PAGE 26) 
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New Salary Savings, 
Monthly Premium 
Plans Well Received 


New England Mutual Con- 
cludes Series of Eight 
Regional Meets 


BOSTON — Announcement of its 
new salary savings and monthly pre- 
mium plans, and a field-tested pre- 
approach, featured the eight regional 
meetings held by the New England Mu- 
tual Life during the past six weeks. 





GEORGE W. SMITH 


Eight hundred leading field men and 
their wives assembled at outstanding 
convention spots throughout the country 
to meet and exchange ideas with fellow 
leaders and the home office staff. 
President George Willard Smith in 
his greeting pointed out the increasing 
consciousness of the importance of se- 
curity which has been brought to men 
and women in America by recent devel- 
opments and the plight of peoples in 
foreign lands. “Our first interest must 


be to give our intensive thought to pre- 
paring programs of personal and family 
security for the thousands who need our 
services today more than ever before— 
programs made possible by this great in- 
(CONTINUED ON LAST PAGE) 





New York Agency 
Setup Revised 


Mutual Benefit Creates 
Three Agencies, Collection 
and Service Office 


NEW YORK — The Mutual Benefit 
Life has announced a new agency setup 
for New York under which the present 
sole agency, directed by General Agent 
C. E. DeLong, will be succeeded by 
three agencies and a central collection 
and service office, the latter being man- 
aged by Mr. DeLong. The new arrange- 
ment will become effective about Jan. 1. 

Heading the three agencies will be 
Bill C. Thurman, who continues as as- 
sistant superintendent of agencies for 
the New York metropolitan territory; 
Arthur V. Youngman, associate general 
agent of the DeLong agency; and Les- 
ter Einstein and Benjamin Salinger, 
supervisors at the DeLong office, who 
will operate an agency as partners. 

The Brooklyn branch will be contin- 
ved under the management of R. F. 
Migdalski. 


Reason for Change 


The form of organization follows a 
plan which was outlined some years ago 
by Mr. DeLong and which also had the 
endorsement of the members of the 
agency. Last week the agents elected 
their future agency affiliations by ballot 
and are now conducting a production 
drive for the remainder of the year in 
honor of Mr. DeLong. 

Main reason for the shift, it is under- 
stood, is a desire to emulate the pro- 
duction increase that has marked the 
change to multiple agencies in Chicago, 
plus the wish of General Agent De Long 
to be relieved of the brunt of respon- 
sibility for production activities. 

DeLong has been with the Mu- 
tual Benefit for many years, having rep- 
resented it in western New York state 
before going to New York City. As 
co-general agent with W. H. Beers, 
Mr. DeLong succeeded to the former 
L. A. Cerf, Sr., agency, later becoming 
sole general agent. 

Mr. Thurman, who will operate on a 
managerial basis rather than as general 
agent, will have an office that will be 
in many respects similar to a home of- 
fice agency in that it will be a training 
school for future general agents and a 
—— ground for ideas. 

Thurman has been affiliated with 
the ‘heuaead Benefit for a number of 
years, both in the home office and in 
the Baltimore agency. Before that he 
was with the Phoenix Mutual, Missouri 
State, and Guardian of New York. 

Mr. Youngman has been with the 
DeLong agency or its predecessor his 





Burial Policy Idea 
Is Opposed by 


C. J. Zimmerman 


BUFFALO—If the federal govern- 
ment decides to offer low cost burial 
policies, the step will be strenuously op- 
posed by life underwriters everywhere, 
C. J. Zimmerman, president National 
Association of Life Underwriters, said 
in an interview here. “We would op- 
pose it,” Mr. Zimmerman said, “just as 
we would oppose the entrance of the 
government into any other field of 
business.” 

Mr. Zimmerman, who addressed the 
October luncheon of the Buffalo Life 
Underwriters, touched on the TNEC life 
insurance investigation. 

“The investigation started out as a 
study of the possible monopoly of in- 
vestment power by life insurance com- 
panies,” he said. “But there didn’t seem 
to be any evidence of that. Then it 
turned its attention to the distribution 
system and the possibility of federal su- 
pervision.” 

Suggestions also were made that the 
cost of life insurance might be reduced 
by eliminating agents, Mr. Zimmerman 
said. “Actually, that can’t be done. One 
might argue that the cost of automobiles 
can be reduced by eliminating the in- 
dustry’s selling organization that has 
made it possible for the industry to give 
$3 in value where $1 in value was given 
15 or 20 years ago.’ 








entire insurance career. He was in the 
wholesale coal business for a time after 
his graduation from Williams College in 
1922. Mr. Youngman has consistently 
been in the top ranks of personal pro- 
ducers and even after taking on mana- 
gerial duties has written a sizable an- 
nual volume. 

Mr. Einstein was formerly with the 
Ford agency of the Equitable Society 
in New York City, where he made an 
outstanding record as a personal pro- 
ducer, trainer, and expert on annuities. 
Mr. Salinger, his partner, was formerly 
with the Penn Mutual and for a time 
was with the Hancel agency of the Con- 
tipeutal American Life in New York 

ity. 





Consistent Weekly Producers 


A consistent weekly producer who 
has rounded out 400 weeks of conse- 
cutive production is Herman Gauchel of 
Racine, Wis., who represents ‘the 
North American Life of Chicago. R. 
M. Feely, Newark, N. J., has 345 weeks 
to his credit for the company. M. E. 
Wright, Muncie, Ind., 343, and J. A. 
Kappelman, Evanston. IIl.. 306. Louis 
Roth of Prophetstown, Til, is nearing 
the 300-week mark, having 280. 





Renew Efforts in 
Behalf of the 
Lonergan Amendment 


National Association 
Committee Confers with 
U. S. Treasury Official 


The National Association of Life 
Underwriters has launched a new effort 
to have enacted by Congress a bill simi- 
lar to the Lonergan amendment, which 
was unsuccessfully supported a year or 
so ago. The desired bill would provide 
for the exclusion from gross estate, sub- 
ject to federal estate tax, of the proceeds 
of life policies taken out and trusteed 
for the express purpose of paying such 
taxes. 

Representatives of the National asso- 
ciation accepted an invitation to confer 
with John W. Hanes, undersecretary of 
the treasury. The representatives con- 
sisted of C. Vivian Anderson, Provident 
Mutual, Cincinnati, former president and 
chairman of the association’s committee 
on law and legislation; Julian S. Myrick, 
Mutual Life, New York, former pres- 
ident and chairman of the subcommittee 
on federal legislation, and Roger B. Hull, 
general counsel. 


Provision of Amendment 


The proposed amendment will provide 
that if an individual makes the proceeds 
of life policies payable to the United 
States treasurer in trust for payment of‘ 
death duties, immediately upon his death 
the federal government will receive from 
the insurer the entire. proceeds of the 
policy, for such amount of death duties 
as may be determined. 

Under the present law, life insurance 
that is taken out to pay taxes is itself 
taxable. It is included in the taxable 
estate with the result that the tax burden 
is increased. 

The association committee told Mr. 
Hanes that their purpose is not to reduce 
taxes nor obtain special favors for life 
insurance but to relieve the necessity for 
forced liquidation of estates, especially 
for the protection of taxpayers whose 
investments consist of fixed assets in 
real estate, farm land, a going business, 
etc. The committee contended that 
estates without sufficient liquid assets 
are penalized under the present scheme. 

The federal government should be in- 

(CONTINUED ON LAST PAGE) 
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Savings Bank Insurance 
Is Not Competition for 
Acacia Representatives 


Because— 


Acacia’s premiums are lower in most cases than those of New York Savings Bank 
life insurance and in many cases than those of Massachusetts Savings 
Bank insurance. 


Savings Bank life insurance is not sold by agents, the theory being if 
the agent is eliminated the insurance can be sold at lower rates. 


The Acacia plan proves it is possible to have the agency system; give the policy- 
holder the service he needs, and at the same time give him his insur- 
ance at rates lower in many cases than those of Savings Bank life 
insurance. 


Acacia Believes in the Agency System 


IT BELIEVES that the desire created by the agent is almost entirely 
responsible for the large amount of life insurance in force with its un- 
told benefits to our American homes. 


IT BELIEVES that the man who wants to provide financial protec- 
tion for those he holds most dear or for himself needs the expert advice 
and professional service of qualified agents to help him plan his pro- 
gram and select the policy that will best suit his needs. 


In addition to its low rates Acacia returns to its policyholders the savings from eco- 
nomical management, wise investments and better-than-average mor- 


tality. 
Acacia Agents are Partners 


Under the Acacia Agency plan the agent’s earnings are cumulative. He has a con- 
tinuous interest in the policies he writes because he receives a monthly 
salary which increases in proportion to the business he keeps in force. 


ACACIA 


























Mutual Life Insurance Company 


William Montgomery, President 
Acacia Building—facing the Capitol of the United States—Washington, D. C. 
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WHY — HOW — WHAT 


CONNECTICUT 


ENSURANCE COMPANY > HARTFORD 
Re MRE A EUR EA 


LEFE 


WHY—The Connecticut Mutual's new 
booklet "Profits and By-Profits”’ illus- 
trates why the plan is so popular by 
actual examples of profits made. 


HOW —Valuable chapters on the subject 
of Prospecting, Follow-Up, and other 
essential steps in the Direct Mail 
process show how to obtain maxi- 
mum results. 


WHAT—16 letters shown in the booklet 
cover many insurance needs and 
give flexibility to the Direct Mail 
Plan. 


"Profits and By-Profits" is another 
Connecticut Mutual tool de- 
signed to help the salesman sell. 


UFUAL 














Would Repeal N. Y. 


Ban on Industrial 
Endorsement Forms 


Law Revision Committee 
Favors Change—Holds 
Three-Day Hearing 


NEW YORK—At the hearing on in- 
dustrial insurance conducted by the 
New York law revision committee, 
Chairman Piper said the committee ex- 
pects to have a bill which will change 
the entire setup on surrender charges 
not only for industrial companies but 
for ordinary carriers as well. He said 
that after a policy has been in force 
for a certain length of time, the acqui- 
sition costs have been written off and 
from that point on there is no reason 
to continue the surrender charges. He 
said that the matter of surrender 
charges would not be considered at 
the industrial hearings, because the 
ordinary companies would also be in- 
terested and they would be given an 
opportunity to be heard at a future 
time when a bill has been drafted. 


NEW YORK—Repeal of New York’s 
year-old ban on industrial endowment 
insurance will be proposed by joint com- 
mittee on insurance law revision, Chair- 
man R. Foster Piper revealed as the 
committee opened its scheduled three 
days of hearing on proposed changes in 
the law governing industrial. Mr. Piper 
said he still opposes industrial endow- 
ments but the majority of his committee 
is for repeal of the ban. 


Tackling what Mr. Piper termed the 
toughest of the proposed laws, the entire 
first morning was devoted to a _provision 
requiring that first year commissions on 
weekly business be at least 5 percent less 
than on monthly business and the latter 
be no greater than on ordinary. This is 
part of a bill to put a statutory acquisi- 
tion cost limit on industrial similar to 
ordinary but less stringent in view of 
the ‘eaanaied higher expenses of indus- 
trial. 


Company Officials’ Views Vary 


Carroll Shanks, vice-president Pruden- 
tial, endorsed the entire expense limita- 
tion provision but C. G. Taylor, Jr., sec- 
ond vice-president Metropolitan; F 
Nason, vice-president John Hancock, 
and G. A. Huggins, actuary Colonial 
Life, opposed the requirement for a first- 
year commission differential on weekly 
premium business. 

Mr. Taylor said the agent should be 
relied on to prescribe the right kind of 
insurance rather than trying to influence 
his judgment by paying him more for 
selling one type than another. He said 
many people prefer to buy on the weekly 
basis, even though they are able to af- 
ford monthly. He quoted a NATIONAL 
UNDERWRITER item showing that weekly 
payment of automobile insurance pre- 
miums had proven popular. 

Morris H. Siegel, who operates the 
Policyholders Advisory Council, ob- 
jected to the commission differential on 
the ground that monthly industrial 
should get a smaller commission than 
monthly ordinary, but endorsed the dif- 
ferential principle. 


Claims Earnings Would Be Cut 


Leon Berney of the CIO Industrial 
Agents Union objected on the ground 
that agents must follow company orders 
as to how much of each type of business 
they write and that the net result of the 
differential would be to reduce agents 
earnings. 

Mr. Piper said companies could leave 
weekly premium where 


commissions 
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Grandfather de Luxe 
Is a Company Official 
























KARL B. KORRADY 


A new organization has been estab- 
lished entitled the Reyburn-Korrady 
Grandfathers, Inc. This enterprise comes 
into effect because these two prominent 
insurance men have just become grand- 
fathers on the double decked plan inas- 
much as Margaret Korrady Reyburn is 
the mother of Rebecca and Suzanne 
Reyburn, born Oct. 19, and W. Stuart 
Reyburn is the father. The grandfathers 
who are designated in the announcement 

s “production executives” are Karl B. 
Korrady, vice-president Illinois Bankers 
Life of Monmouth, IIl., and Guy S. Rey- 
burn of Peoria, head of the Reyburn 
Insurance Agency, and father of W. Stu- 
art. On the announcement card the fol- 
lowing notice appears: ‘Audience with 
either of the members of this corpora- 
tion may be had upon appointment. A 
30-day notice is suggested.” 








Fischer of lowa Approves 
Only One War Clause 


DES MOINES — Commissioner 
Fischer has rejected all war clauses sub- 
mitted to his department except that of 
the Reliance Life. He previously had 
stated he did not favor anv war clauses 
which would restrict the benefits of 
policyholders in case this country is in- 
volved in a war. 

The Reliance Life war clause would 
restrict only those engaging in military 
or naval service for any nation other 
than the United States. 


REJECTS AVIATION WAR CLAUSES 


DENVER—Holding that since this 
country is not at war, hazards having 
to do with aviation training are strictly 
an underwriting proposition, Commis- 
sioner Kavanaugh has rejected war 
clauses of this type as submitted bv 
six different life companies. “I feel that 
these clauses represent mighty bad pol- 
icy at this time from both patriotic and 
business standpoints and I intend to 
turn them down as fast as they come 
in,’ Mr. Kavanaugh declared. “This 
matter hasn’t anything to do with war. 
It’s strictly an underwriting proposition 
and should be treated as such.” 








they are and increase monthly commis- 
sions. Mr. Taylor said that doing so 
would cause the Metropolitan to have 
$1,750,000 less for policyholders divi- 
dends per year. 


Dr. Rohrer a Speaker 


INDIANAPOLIS—Dr. P. L. Rohrer, 
a Chicago psychologist, spoke before the 
General Agents & Managers Associa- 
tion, giving a report of his findings as 
consultant of general agencies in selec- 
tion of successful life insurance men. 
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Federal Supervision 
Project Attacked 


Superintendent Lucas of 
Missouri Speaks for Main- 
tenance of States Rights 


ST. LOUIS — The movement being 
fostered at Washington to set up federal 
control of insurance and scrap state su- 
pervision was sharply criticised by 
Superintendent R. B. Lucas in an ad- 
dress before the Missouri Fraternal 
Congress. He pointed out that under 
state supervision the insurance compa- 
nies came safely through the worst 
depression the world has ever suffered. 

“All of us know there must be gov- 
ernmental control of insurance compa- 
nies and agents,” Judge Lucas said, “but 
the question now before us is whether 
that control should remain with the 
states or be placed in Washington. 


Present Plan More Democratic 


“T think it would be much better, for 
the companies, the policyholders and 
the underwriters if regulation and super- 
vision were left with the states. Under 
the present arrangement it is much eas- 
ier and more democratic to have control 
close to home, for the state department 
and members of the profession can con- 
veniently confer and discuss their prob- 
lems. 

“Today you can come to Jefferson 
City, our office, with your problems, and 
receive full attention and friendly co- 
operation. If the center of control is 
shifted to Washington, you would no 
longer be able to do so. 

“As long as you have Missouri state 
control of insurance, it will be in the 
hands of Missourians, not someone from 
California or New York.” 

Many other disadvantages of federal 
control, he said, arise from the diversi- 
fied insurance systems in various sec- 
tions of the country. 

Judge Lucas criticised the “unethical” 
practices of so-called insurance counsel- 
ors, who, he charged, were working 
against the interests of the insurance 
companies, producers and policyholders. 


Launches Attack on Counselors 


“These operators are encouraging the 
insuring public, through extensive adver- 
tising in newspapers and on the radio, 
to come to them for advice as to their 
insurance needs,” he said. “They are 
charging high fees for advice which is 
generally that the policies held are in- 
adequate and other types of insurance 
should be taken out. 

“The public does not need the advice 
of these outside ‘horse doctors’ and 
should rely only on the advice of quali- 
fied and competent insurance agents. 

_ “The Missouri insurance department 
Is opposed to the insurance counselors 
and their practices.” 

Following the meeting, he said the 
Missouri department is making a study 
to determine what steps can be taken 
to regulate counselors. Many complaints 
have been received that counselors fre- 
quently advised persons to surrender 
their life insurance policies for cash and 
then charged high fees for such advice. 

The superintendent also spoke at a 
meeting of the St. Louis Association of 
nsurance Brokers, discussing federal 
control, and also urging the passage of 
a law in Missouri requiring examina- 
tions to determine qualifications of in- 
surance agents and brokers. 


Leaders Heard at the 
Mutual Life Convention 


G. C. Outland, district manager at 
Norfolk, Va., for the E. D. Wilson 
agency of the Mutual Life of New 
York, won double honors at the 1939 
Convention of the agency’s field club 
held in Richmond. He was awarded the 
agency prize for paying for the largest 
volume of business in the twelve-month 
Period. He also captured the managet’s 





prize for paying for insurance on the 
largest number of lives during the 
period. He paid for a total volume of 
close to $300,000 and paid for insurance 
on sixty-nine lives. Mr. Outland has 
written an “app” a week for 624 con- 
secutive weeks. He entered the insur- 
ance business in 1927 with the Mutual 
Life at Norfolk and has been with it 
continuously since then. Previously 
he was in educational work. 

J. B. Hutcheson, district manager at 
Roanoke, another consistent producer 
for the Wilson agency, has written an 
“app” a week consecutively for a total 





of 875 weeks ever since he joined the 
forces of the Mutual Life in 1922, and 
has qualified for the company’s Big 
Club each year. He was also at the con- 
vention which was featured by a talk 
by Marvin R. Robbins on prestige 
building. One of the ways to build 
prestige, he said, is to evince an inter- 
est in other people and let them know 
that you are interested in them. Mr. 
Robbins whose home is at Rocky 
Mount, N. C., is one of the leading 
producers for the Charlotte agency. 
Another way to build prestige, he added, 
is to take an active part in civic life 








of one’s home community. In five 
moriths this year he qualified for the 
company’s quarter of a million club. 

G. Jeter Jones, Richmond banker, 
made a talk on sound principles of pres- 
tige building. 


King Dinner Date Changed 

As Nov 15 will mark the 72nd birth- 
day of J. J. King, president Hooper- 
Holmes Bureau, the complimentary din- 
ner to be tendered him at the Hotel 
Plaza, New York, has been advanced 
to that date, instead of Nov. 16 as first 
planned. 














New Tools... New Opportunities 
for New England Mutual Fieldmen 


wm enthusiastic acclaim for 
the new plans revealed at 
the series of coast-to-coast regional 
meetings just concluded, New 
England Mutual’s field force 


swings into high. New tool num- 
ber one is... 


Salary Savings! 
Here is a broadly flexible plan that 
carries out the Company’s belief 
that this form of protection should 
be made available to employees of 
small, substantial businesses as well 
as those of large corporations. 


Monthly premium payments, a 
feature of the Salary Savings Plan, 
may also be utilized now by indi- 
vidual policyholders. Another new 


too] is.. 


Pre-Approach Program! 
From now on, no New England 
Mutual representative needs to 
worry about gaining interviews un- 
der favorable auspices. After pains- 
taking tests, the Company has de- 
vised a set of “master keys” that 
have proved invaluable in opening 
all sorts of “stubborn doors.” 


This extremely practical service is 
already in wide demand by full- 


time agents. 


Plus Powerful Prestige! 


There is still more new material in 
addition to the foregoing, but, after 
all, year in and year out, there is no 
sales tool to equal the liberal policy 
contracts and the unsurpassed re- 
cord of this century-old Company. 





New ENGLAND Mutua. 
Life Insurance Company of BOSTON 


GEORGE WILLARD SMITH, President 


Agencies in Principal Cities from Coast -to- Coast 








* FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA * 
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Advertising Can Be 
More Effective Aid 


Improvement in Technique 
Urged by Karl Ljung, 
Jr. at Detroit 


DETROIT—The life insurance insti- 
tution does not yet know how to adver- 
tise itself for sale, Karl Ljung, Jr., super- 
intendent of agencies Jefferson Standard 
Life told the Qualified Life Underwriters 
of Detroit in a talk’ on “Making the Most 
Out of Advertising.” Mr. Ljung is 
president of the Life Advertisers Asso- 
ciation. 

“We in the advertising end of the life 
insurance business are still groping for 
the right words with which to get our 
story over to the public,” Mr. Ljung de- 
clared. “Advertising of life insurance is 
still in its infancy. In many other indus- 
tries advertising is a major force that 
has been developed over a period of years 
into a powerful selling agency. That 
time will come eventually for us but’ it 
most certainly is not here yet. 


Sales Technique Ahead 


“So far our advertising has been 
rather incoherent. It may be some time 
yet before we succeed in getting it on 
a sound selling basis. Sales technique in 
life insurance is far ahead of advertis- 
ing technique. We have given much 
more time to the perfecting of our sales 
technique than to advertising in the 
past, although a constantly increasing 
amount of study is being devoted to ad- 
vertising life insurance from the sales 
standpoint. Institutional advertising 
has been used in our industry for many 
years and has been used most effectively, 
but genuine sales advertising has been 
a most recent development insofar as we 
are concerned. 

“Do not get the impression that we 


New Officers of Medical Directors Body 








DR. H. M. FROST 


Dr. H. M. Frost, medical director of 
New England Mutual Life, was elected 
president of the Association of Life In- 
surance Medical Directors of America, 


DR. D. B. CRAGIN 


at the annual meeting in New York. The 
new first vice-president is Dr. D. B. Cra- 
gin of Aetna Life. Both are highly re- 
garded as able leaders. 











have been forced into advertising by in- 
vestigations and the radio broadcasting 
of fee counsellors. That is not a fact. 
Advertising has been growing gradually 
from year to year and is rapidly assum- 
ing a more important place in our 
scheme of things. Let’s be patient and 
give the development of our advertising 
technique a chance to catch up with our 
sales technique. 

“Roper’s survey, with which most of 
you are probably familiar, shows that 
the public in general are well sold on 


















































IN THESE DAYS 
MOST AGENTS NEED FINANCIAL AID 
IN DEVELOPING TERRITORY 


We have the plan to assist you 
together with a liberal commision 
and renewal contract. 


With its complete line of Life, 
Accident and Health Policies it 
makes a desirable connection. 


We invite men with clean records 
to send for our plan. Territory 
open in Wisconsin, Minnesota, 


Michigan, Illinois and Indiana. 


Address Agency Manager 


WISCONSIN NATIONAL LIFE 
INSURANCE. CO. 


OSHKOSH, WISCONSIN 














life insurance as such, but it also shows 
that the public are conscious of the fact 
that they do not as a rule carry suffi- 
cient life insurance. This condition can 
be largely corrected by the right kind 
of sales advertising. 

“It is probable that the sales adver- 
tising of the future will approach the 
problem from the standpoint of the 
angle we are striving for at the present 
time, but will stress the selling angle 
more directly with less emphasis on as- 
sets, payments to policyholders, etc. 
The underwriter will always be the de- 
cisive factor in making the sale, but the 
advertising of the future will be much 
more helpful to him in preparing the 
ground for his efforts.” 

Mr. Ljung urged the underwriters to 
make better use of the advertising helps 
available to them from their home of- 
fices, declaring that these helps have 
been field-tested before their release to 
the agency forces and can be counted 
upon to help materially in selling if 
they will only be used. 





St. Louis “Quizzorium” Plan 
Successful; Anderson Talks 


ST. LOUIS—The “Quizzorium” con- 
ducted by the Life Insurance & Trust 
Council here proved so successful with 
William King, Mutual Benefit Life, act- 
ing as Mr. Quizz, it probably will be 
repeated from time to time. 

Prior to the meeting, Mr. King dis- 
tributed questions to agents and trust 
officers on matters on which they are 
regarded as specialists. At the meeting 
each man was asked to answer his ques- 
tion 

C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, O., discussed various 
cases that he has closed. He urged 
that the local council have some 
lawyers join, contending that it would 
prove’ mutually advantageous to have 
attorneys mingle with the insurance 
men and trust officers, especially in 
connection with the preparation of 
wills. He said that while it is always 
proper for an agent to discuss wills 
with clients and to point out how they 
can conserve their assets for the great- 
est benefit of their families the services 
of a competent attorney should be 
called upon for the actual preparation 
of the will. 





M. P. Willis, Carrizo Springs, Tex., 
has been appointed district manager of 
the Pan-American Life for five coun- 
ties. 








IBA Silent About 
Private Placements 


Indicates Efforts to Relax 
“20-Day Cooling” Period 
Will Be Made 


Significant at the annual meeting of the 
Investment Bankers Association of 
America in Del Monte, Cal., was that 
nothing was directly said regarding pri- 
vate placement of security issues with in- 
surance companies and that the commit- 
tee on this phase did not make a report. 

In view of previously expressed dis- 
pleasure on the part of investment bank- 
ers concerning private placements, this 
action was considered unusual. 

The lack of comment was interpreted 
by many to mean that the association is 
not ready at this time to take a public 
stand. Judging from inferences in the 
speech of J. C. Witter, president the past 
year, the association is in favor of cor- 
recting the private placement situation, 
not by legislation which would bring such 
placements under the S. E. C.’s_ “20 day 
cooling period” but rather toward relax- 
ing of the time restrictions for all place- 
ments. 

The “cooling period,” coupled with 
war conditions has made financing by 
companies and corporations a slow, in- 
flexible and hampering process. Com- 
ment by Mr. Witter was as follows: 


Cites Severe Regulation 


“During the past several years the fed- 
eral government has placed in effect a 
number of severely regulatory measures 
designed to protect the public against the 
fringe who practice dishonesty in busi- 
ness. 

“Some of these in practice have devel- 
oped unexpected flaws and have become 
now obstacles in the path of business at 
a time when it is important that it should 
work smoothly. In my opinion the way 
to correct such a situation is not to en- 
act new legislation designed to get 
around the old, but rather to attack the 
obstacles directly by amending present 
laws and regulations where they have 
proved unworkable in practice. 

“Generally approved as are the objec- 
tives of the securities act, I think it is 
fair to say that the experience has shown 
that some parts of the laws and regula- 
tions are unworkable and hamper legiti- 
mate business. After several years trial 
I am confident that all who have worked 
under the act realize that the law needs 
revision. This does not mean that any 
one advocates doing away with the ob- 
jective of the securities act, which is full 
disclosure of all material facts. Every 
one believes in the idea of ‘truth in se- 
curities.’ But informed people know that 
the unnecessary technical requirements 
of the securities act have seriously re- 
stricted the buying and selling of securi- 
ties. 

“When regulation interferes with the 
normal functioning of the capital markets 
it is time to amend the laws. New en- 
terprises must be encouraged. Without 
them idle men and idle money cannot be 
absorbed. Certainly any changes in the 
rules, regulations and laws which facili- 
tate doing business rather than hamper 
it should be made.” 

The attitude of investment bankers, as 
indicated by Mr. Witter, is dissimilar to 
that often taken by many business men. 
While approving the practice of private 
placement, Mr. Witter thinks regulation 
of such placements require a revision and 
relaxing of requirements now in effect. 
The association has no quarrel with life 
companies participating in private place- 
ment transactions but seeks to do away 
with the inequities brought about by the 
“20 day cooling period.” 





H. B. Underwood has been appointed 
manager of the Columbian Nation: 
Life with the Charles F. Joyce Co. m 
Buffalo. He was district manager and 
general agent for the Equitable Life of 
Iowa in Buffalo for 11 years. 
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New Law Nullities 
Effect of Colorado 


Decision on Agents 


DENVER—Fears, due to a state su- 
preme court decision that life insurance 
companies would again have a fight on 
their hands in avoiding the payment of 
unemployment compensation taxes on 
agents, are unfounded, leaders in the 
Colorado Association of Life Under- 
writers have been advised by their at- 
torneys. The decision, the attorneys 
hold, can only apply to payment of 
taxes prior to the passage during the 
last legislature of a bill which specifi- 
cally exempts commission agents. That 
measure was passed at the request of 
the life underwriters association at a 
time when it seemed certain they would 
otherwise have to pay the taxes. 

The decision, which created a good 
deal of excitement, involved the Equi- 
table Life of Iowa and the Colorado 
industriat commission. The company 
contended that the unemployment com- 
pensation act does not apply to agents, 
is invalid under the due process and 
equal protection clauses of the 14th 
amendment to the constitution. The in- 
dustrial commission was upheld, appar- 
ently based on the facts that contracts 
between companies and agents provide 
that the agents shall comply with all 
instructions by the companies, that the 
agents services are exclusive and per- 
sonal and for a fixed period of his time 
and efforts; also that contracts may be 
terminated by the companies without 
liability for damages for breach of 
contract. 

In a similar case last year involving 
the industrial commission and_ the 
Northwestern Mutual, the supreme 
court also ruled in favor of the com- 
mission, holding that agents are serv- 
ants and not independent contractors, 
as claimed by the company. However, 
in the present decision, Justice Burke, 
specially concurring on the ruling in the 
Northwestern Mutual case, states: “that 
our decision in that case was wrong and 
that it should be overruled.” 

_In view of the statement that the de- 
cision in the Northwestern Mutual case 
was wrong, the present decision seems 
confusing. 


Three Cardinal Points 
in Insurance Selling 


MINNEAPOLIS — Three cardinal 
points in successful life insurance selling 
were listed by Shay, general 
agent of the Bankers Life, of Iowa in 
a chart talk at the sixth in a series of 
training classes being conducted this 
fall by the Minneapolis Life Underwrit- 
bn jeceeen and the General Agents 

ub. 

Mr. Shay’s subject was, “Getting 
Started in the Field.” The three points 
he stressed were prospecting, the inter- 
view and contacting centers of influ- 
ence. He declared the alert under- 
writer will get three references from 
each prospect he calls on. Each inter- 
view likewise should result in two or 
three new prospects. 

“Too few of us realize the value of 
the interview,” said Mr. Shay. “You 
ail are interested in building prestige. 
Give careful attention to your approach. 
The more information you can get from 
your prospect the better fortified you 
are to build prestige.” 


Centers of Influence 


Regarding “centers of influence,” Mr. 
hay said it is worth the agent’s while 
to spend a definite time each week in 
contacting friends of importance in the 
community and getting from them the 
names of men who are promising pros- 
pects. This could be done, he explained, 
without imposing on the friends who 
Suggest the names. Mr. Shay pointed 
out the value of keeping a daily record 
of calls to “check up on yourself.” 

F. L. Brunkow of the Mutual Ben- 
efit Life office in Minneapolis said 











State Supervision 
Upheld by Gontrum 


Maryland Commissioner 
Urges Correction of Exam- 
ination and “Adviser” Evils 


ANNAPOLIS, MD. — In an out- 
spoken talk to the Maryland Association 
of Insurance Agents’ annual meeting, 
Commissioner Gontrum took a strong 
stand for the continuance of state super- 
vision and made some caustic remarks 
about excessive charges for examining 
companies. 

The threat of federal supervision is 
the big problem which faces the insur- 
ance business, Commissioner Gontrum 
declared. He favors state supervision. 
However, the national government is 
looking at this last great field of endeavor 
which it has not taken over. He cited the 
possibilities of the U. S. Supreme Court 
reversing its decision that insurance 
business does not come under the com- 
merce clause of the constitution. “Under 
the new theories of interpretation of the 
constitution we cannot tell what a de- 
cision of the Supreme Court might be 
now. We must guard against the need 
for supervision of our business by the 
federal government. We must so super- 
vise the insurance business in the states 
and the insurance men engaged in the 
business ‘must so conduct their business, 
that there will be no demand by any 
group of people for supervision of the 
insurance business by the federal gov- 
ernment. 


Condemns Louisiana Practice 


“In some states, particularly the 
southern ones, the examination of com- 
panies has become nothing more or 
less than a racket. I don’t mind men- 
tioning the state—Louisiana. The com- 
mission there had 20 examiners roaming 
around the country charging $33 a day 
for examining the companies and the 
examiners weren’t getting $33 a day. We 
figured out that there was $40,000 in 
this thing for somebody. But it was a 
charge and a grievous charge upon in- 
surance funds to have these men roam- 
ing about the country and charging for 
services which were really not earned. 
Several of us, including the commissioner 
of New Jersey, took a stand against this 
system of holding up the insurance com- 
panies, at the San Francisco meeting. 
We were voted down. After I got back 
I received encouraging letters from va- 
rious insurance commissioners saying 
the problem would be worked out be- 
cause they realize that unless problems 
of this kind are worked out from a con- 
structive point of view the United States 
government will step in and take over 
the supervision of the insurance com- 
panies. That, I believe, would be one of 
the greatest disasters in the world.” 

Another problem before the commis- 
sioners is the question of insurance ad- 
visers. Mr. Gontrum will present a 
paper on that subject at the commis- 
sioner’s meeting in New York in Decem- 
ber. “In New York insurance advisers 
have reaped a harvest, in many cases 
from the people least able to pay their 
hard-earned money for, in most cases, 
bad advice. Thev charge a flat fee to 
walk into the office and sit down. Re- 
ports show that these men made from 
$30,000 to $100,000 a year in giving ad- 
vice.” 

In stressing the need for retaining 
democratic principles in America, Mr. 
Gontrum declared “insurance is one of 
the very pillars of our democratic form 
of government.” 








every agent should fortify himself for 
success bv practicing what he preaches 
and buy all the life insurance his situa- 
tion warrants. 

“In my own case,” he said, “I have 
made it a rule to set aside 10 to 29 
ner cent of mv annual income for life 
insurance and it has proved an excel- 
lent investment for me.” 

















THANKS AGAIN, MV LAWYER 
WILL FIND YOUR HELP INVALUABLE 











A COMPLETE 


Business Insurance Kit 


When an LNL man sells business insur- 
ance, he has at his finger tips every modern 
sales aid—in his Business Insurance Kit. 
This includes: A digest of business insurance 
information, a Direct Mail plan, sales litera- 
ture, specimen legal agreements, and a spe- 


cial application. 


The LNL man faces his prospect with 
complete information plus material for extra 
service. In particular the specimen legal 
agreements fitting every common type of 
business structure have proved invaluable to 


buyers and their lawyers. 
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THE LINCOLN NATIONAL LIFE 


COMPANY 


INSURANCE 


FORT WAYNE, IND 


ITS NAME INDICATES ITS CHARACTER 
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Zimmerman Urges 
Life-Trust Unity 


Bankers Are Shown Oppor- 
tunity to Give Financial 
Planning Service 


There is an opportunity for trust com- 
panies to offer to the public a financial 
planning service, now that life insurance 
companies have greatly restricted the 
policy settlement options and the scope 
of supplementary agreements for distri- 
bution of proceeds, C. J. Zimmerman, 
Chicago general agent Connecticut Mu- 
tual and president National Association 
of Life Underwriters, told the Mid-Con- 
tinent Trust Conference held Thursday 
at Chicago. This much needed service 
could be carried out in cooperation with 
life insurance salesmen, thus providing a 
flexibility of distribution of funds not 
possible through either institution sepa- 
rately, he said. 

The greatest need for this service, he 
said, is among smaller investors with 
small estates. The service might have 
been better provided in the past by life 
companies through policy settlement op- 
tions, he said, but the restrictions now 
limit their usefulness. 


Early Movement Was Unsound 


The early cooperative movement be- 
tween life men and trust companies was 
built rather unsoundly, he said. The ex- 
pectations of its benefits were too great, 
the objectives in many instances diamet- 
rically opposed. Trust companies saw 
in the life agents a vast field of free 
salesmanship of trust services; life agents 
saw in trust companies a medium for 
free leads and use of the trust company’s 
prestige. The depression changed all 
this and the movement for all practical 
purposes collapsed. There was great 
mortality of trust agreements, wills and 
other instruments and life insurance 
lapsation was high. Nevertheless many 
of the early objectives were sound, Mr. 
Zimmerman said. There is a greater de- 
mand and need than ever before for 
these combined services. 

The life agent can best serve the pub- 
lic in cases where only a simple settle- 
ment of life insurance proceeds is re- 
quired; the trust company in more com- 
plex setups, where exercise of judgment 
is desirable, intimate knowledge of the 
beneficiaries is necessary, and discretion- 
ary power must be exercised. 

“There is an increasing need for per- 
sonal judgment and specialized ability in 
the management of estates,” he said. 
Safe investment and conservation of 
funds today is a more difficult problem 
than ever before. It is no longer pos- 
sible for the individual unskilled part 
time investor to compete successfully. 


Investment Is Full Time Job 


“The problem of the management of 
estates and finances has become not only 
a full time job necessitating the full at- 
tention of one individual, but necessitat- 
ing the specialized knowledge and at- 
tention of many individuals working co- 
operatively,” Mr. Zimmerman com- 
mented. 

“Any qualified life underwriter who 
has the opportunity of programming an 
insurance estate can tell you of the al- 
most insurmountable difficulties which 
confront him in trying to render a thor- 
ough, flexible service to his policyhold- 
ers. There is no uniformity in regard to 
the practices of our companies as to 
what they will or will not permit the pol- 
icyholder to do in connection with his 
insurance proceeds. 


Concerned Over Restrictions 


“Personally, I am disturbed by this at- 
titude on the part of some companies. 
Undoubtedly it has been necessary for us 
to restrict the scope of our income agree- 
ment service for we are not in a position 
to charge a direct fee for rendering such 
service, nor have we any justifiable right 
to indirectly charge such a _ service 


Declaring that group insurance is the 
most important development of life in- 
surance in recent years, E. S. Tank, dis- 
trict group supervisor Travelers, Chi- 
cago, told the Group Supervisors Club 
of Chicago that the remarkable growth 
and extension of groups to cover most 
of the hazards of industrial life are 
proof of its fundamental soundness and 
its practical value as part of an indus- 
trial relations administration and as an 
instrument of industrial social service. 

Mr. Tank spoke on the history and 
development of group insurance, giving 
particular attention to recent trends. 

He said: “In most of our previous 
years the consideration of group insur- 
ance centered about the employer doing 
something for his employes. He would 
perhaps adopt group life alone. 

“So many employers found such in- 
surance so practical and so economical 
and that employes really needed and 
wanted it that they added group acci- 
dent and sickness benefits. 


Try to Do as Much os Possible 


“In other words they started with the 
idea of simply ‘doing something’ and 
later found themselves analyzing group 
insurance with a view toward making 
it do as much as possible for their em- 
ployes. These same employers, after 
working out accident and sickness bene- 
fits now have adopted hospitalization. 

“The group men can do a better job 
for the employer, for themselves and for 
the accomplishment of a higher stand- 
ard in the business if the employer is 
frankly advised: that he cannot expect 
to have a complete program of group 
life, accident and sickness, and hospital- 
ization, with dependents included on a 
‘shoestring,’ with all of the maximum 
cost allotted to the employe. 

“With the low insurance company 
costs we have developed in group in- 
surance, none of us has done a good job 
unless we have worked out a sharing 


Tank Reviews History, 
Development of Group 


of the cost by the employer that brings 
the cost to the employe within his 
means. 


Growth Is Fascinating 


Mr. Tank said when one realizes what 
widespread and tremendous proportions 
group insurance has assumed in but 26 
years even the simplest account is truly 
fascinating. In 1912 the production 
amounted to $13,172,000. It increased 
61 percent in 1913, 204 percent in 1914, 
and has made rapid growth since. 

He quoted from THE . NATIONAL 
UNDERWRITER of January, 1939, bringing 
out that at that time it was estimated 
that the total outstanding volume of 
group life as of Dec. 31, 1938, was $13,- 
700,000,000. The same record showed 
approximately 8,600,000 employes in the 
United States covered under group life 
in some 24,000 contracts. Claims paid 
amounted to approximately $110,000,000 
or better than $2,000,000 per week. 


No Lagging 


He said: “Certainly there has been no 
lagging in providing a system of insur- 
ance protection through private and in- 
dividual initiative that cannot be 
matched elsewhere. Those who point 
to the United States as a country in 
which the development of social insur- 
ance has lagged mean that in this coun- 
try there has been a reluctance to 
recognize a need for the state to require 
such a program through legislation.” 

Group insurance was first sold on an 
employer-pay-all basis. Then the con- 
tributory type of program was developed 
and progressed, probably in the middle 
20s and intensifying during the late 
20s. Despite the depression, many em- 
ployes were so well educated that they 
held onto their group insurance during 
lay-offs and low wages. Group insur- 
ance went ahead in spite of the depres- 
sion, 








can be generated by the limitation of 
service to the American public. 

“To step in and take over the render- 
ing of these services again offers an op- 
portunity and a challenge to the corpo- 
rate trustee which I feel is second to 


none. 

“Tf the individual had the opportunity 
of receiving a service of financial plan- 
ning comprising estate analysis, a corre- 
lation between the personal estate and 
the business estate of the individual, a 
correlation between the real and per- 
sonal estate and the life insurance estate 
of the individual, this would be a start- 
ing point in the field of financial health, 


Demands Continuous Service 


.. “But this service would most necessar- 
ily be a continuous one because chang- 
ing conditions in our economic, social 
and political world, as well as changing 
conditions in the business and family 
world of the individual, require a con- 
stant examination of that individual’s 
financial health.” 

Mr. Zimmerman expressed the belief 
that before long, corporate trustees will 
no longer segregate trust funds, but will 
co-mingle them as is done by life com- 
panies. The idea, he said, is fundamen- 
tally sound, even though there are 
difficulties to be met. Corporate trus- 
tees are entitled to greater fees in hand- 
ling smaller estates, and the public is 
willing to pay for any service which is 
necessary and well rendered. 

He touched on the TNEC probe of 
life insurance, pointing out it has wan- 
dered far afield from the original ex- 
pressed purpose, and emphasized that 
this threat is directed against all creative 
salesmanship and the principle of free 
private enterprise. He adduced this. as 
another reason why life companies and 
trust companies should stand together 
and preserve with all American business 





against our living policyholders. Never- 
theless, a tremendous amount of ill will 


Inquiry and Answer on 
Social Security Act 


Question — Under the social security 
law, benefits payable in respect to the 
wages of one individual are limited to 
$85 a month, or to twice a primary in- 
surance benefit of such individual, or an 
amount equal to 80 percent of his aver- 
age monthly wage, whichever of such 
three amounts is least. When the total 
for widow and children runs against the 
limit, the single benefits are decreased 
proportionately. A widow with depen- 
dent children is entitled to a benefit 
equal to three-fourths of the primary 
benefit with respect to her husband’s 
wages, and each child is entitled to one- 
half of such primary benefit, but with 
the limitation above. Thus a widow and 
three dependent children would be en- 
titled to three-fourths plus three halves, 
or a total to the family of two and one- 
fourth times the individual’s primary 
benefit. 

Suppose a widow with three depen- 
dent children remarries, thereby losing 
her own benefit. What becomes of the 
benefits payable to the children? 


* * * 


Answer—The benefits of the children 
will not only continue as long as they 
are dependent and under age, but they 
will come out from under the limitation 
by which they were prorated downward. 

The child’s benefits appear to be fixed 
by the law with relation to the individual 
on whom it was dependent, and there is 
no provision for terminating the benefits 
upon the mother’s remarriage, although 
she sacrifices her own current benefits 
on remarriage. If a child is adopted its 
benefits cease. 





Sales-making facts and figures are 


Social Security Benefit 
Probabilities Are Shown 








In connection with the social security 
benefits the following table prepared by 
the State Mutual Life is interesting in 
showing the average number of years 
persons living to 65 will receive benefits, 
The first column shows the probability 
of survivorship to age 65 and the second 
column the probability of survivorship 
after that age. 





MALE—— -——FEMALE— 
Pct. Aver. Pct. Aver. 
of Sur- Yrs.of ofSur- Yrs, of 
Age vivors Benefits vivors Benefits 
Re 81 0.05 77.96 13.68 
OER 69.90 10.07 78.05 13.70 
Dame oralole ane 70.00 10.08 78.15 13.72 
BOs ib 0:0 ¢: 0:0 70.09 10.10 78.25 13.73 
| RA 70.20 10.11 78.35 13.75 
Aenea 70.30 10.13 78.46 13.77 
BiOre tut wate 70.41 10.14 78.56 13.79 
GSO 70.53 10.16 78.67 13.81 
Bin-oe 4 o1e3 70.65 10.18 78.78 13.83 
ee arocs ors 70.78 10.19 78.89 13.85 
oUt 70.91 10.21 79.01 13.87 
Bd ecee 1.06 10.24 79.13 13.89 
‘i 10.26 79.26 13.91 
10.28 79.40 13.94 
10.31 79.55 13.96 
10.34 79.70 13.99 
10.37 79.86 14.02 
10.40 80.04 14.05 
10.44 80.23 14.08 
10.48 80.44 14.12 
10.52 80.66 14.16 
10.57 80.90 14,20 
10.62 81.16 14.25 
10.67 81.45 14.30 
10.73 81.75 14.35 
10.79 82.08 14.41 
10.86 82.44 14.47 
10.94 82.83 14.54 
11.02 83.25 14.61 
11.11 83.71 14.69 
11.20 84.21 14.78 
11.31 84.75 14.87 
11.42 85.33 14.98 
11.55 85.97 15.09 
11.68 86.66 15.21 
11.83 87.41 15.34 
11.99 88.23 15.49 
12.17 89.13 15.64 
12.37 90.10 15.81 
12.58 91.16 16.00 
12.82 92.32 16.20 





The 1937 standard annuity table gives 
the accompanying percentage of male 
and female survivors at age 65 of the 
groups at each younger age. 
gives the number of years of life after 
age 65 which each individual of the 
groups at the younger ages may expect. 
To obtain this average, all of the com- 
bined years of life of those surviving 65 
were divided equally among those liv- 
ing at any given age. 


Policy Cancellation Case 


The Michigan supreme court decided 
a case, Western & Southern Life vs. 
Ogrodnik, administratrix, involving the 
cancellation of a policy. The plaintiff 
sought to cancel the assured’s policy on 
the ground that in his application the 
assured stated he had had no illness, 
disease or injury in the past three years; 
that he had never had heart disease and 
that he was in sound health. It was 
shown that on the day before he made 
the application he sought medical care 
from public relief agencies, and that he 
had previously been treated for pleurisy 
and had been reported unemployable be- 
cause of chronic myocarditis and cardiac 
decompensation. Although the assured 
died of pneumonia and not heart trouble, 
a decree was entered for the company 
since it was induced to issue the po! ¥ 
by reason of false representations, and 
probably would not have issued it had 
they not been made. 


Lapse Case in Oklahoma 


The Oklahoma supreme court had a 
case, Travelers vs. Buchanan in which 
extended term insurance was involved. 
The insured defaulted in the payment 
of a premium, and after the grace period 
had expired he sent a check for the 
amount of the premium due. Before 
the policy was reinstated the insured 
died, whereupon the plaintiff sought re- 
covery on the theory that the policy had 
not lapsed since it provided for auto- 
matic extended term insurance. How- 
ever, it was held that the automatic con- 
tinued insurance ran concurrently and 
not consecutively with the grace period 
and, as a consequence, the policy had 
lapsed at the time of the insured’s death. 











“When anyone does anything worth- 
while he is usually criticized by some: 
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Awards of L.A. A. Are Announced 





Awards for exhibits in three groups 


for 12 classifications were announced at 
the Detroit gathering of the Life Ad- 
yertisers Association. These are shown 
below, arranged alphabetically and not 


in the order of their merit: 


The first column is classification, sec- 


ond column, first choice in each classi- 
fication ; third and fourth columns, re- 
spectively, the second and third awards. 


GROUP I 


Contl. American 


Guarantee Mut. Northern Life 








1. Ins. Jour. Advertis. 

9, Magazine Advertis. Excelsior Life Provident L. & A. 

3. Newspaper Advertis. Bus. Men’s. Assur. Natl. Life, Toronto Old Line 

4, Sales Promotion Contl. American Excelsior Monarch 

5. Direct Mail American Mutual’  Presby. Min. F. Provident L. & A. 
6. Printed Material Business Men’s Monarch Natl. Life, Toronto 
1, Pubs. to Agents Northern Life Pilot Protective 

8. Wkly. Pubs. to Agts. Home Benef. Monarch Sun-Baltimore 

9, Pub. to Policyh. Natl, Toronto North. Life Monarch 
10. Recruiting Material American Mutual Excelsior Provident L. & A. 
11. Conservation Monarch Prov. L. & A. State Farm 
12. Annual Statement Col. Mutual Pilot Prov. L. & A. 

Sweepstakes—Monarch Life. 
GROUP II 

1. Ins. Journal Berkshire Life of Virginia Natl. L. & A. 

2. Mag. Advertising Jeff. Standard Life of Virginia Wash.-Natl. 

3. Newspaper Confed., Toronto Natl. Life, Toronto Mfg. Life 

4, Sales Prom. Dominion Natl. L. & A. No. Amer., Toronto 
5. Direct Mail Berkshire Dominion Ohio National 

6. Printed Material Imp., Toronto Life of Virginia London 

1. Pubs. to Agents Berkshire Fidelity-Mutual Life of Virginia 

8. Wkly. Pubs. to Agts. Fidelity Mut. Life of Virginia Natl. L. & A. 

9, Pubs. Policy Imperial, ‘Toronto London Life Natl. L. & A. 
10. Recruiting Material Berkshire Home, N. Y. N. Am. L., Toronto 
11. Conservation Berkshire Dominion N. Am. L., Toronto 
12. Annual Statement Home, New York Imperial, Toronto N. Amer., Toronto 

Sweepstakes—North American Life, Toronto 
GROUP III 

1. Ins. Journal John Hancock Mass. Mutual Prov. Mutual 

2. Magazine Advertis. Bankers John Hancock Travelers 

3, Newspaper Great West Mass. Mutual Sun-Canada 

4, Sales Prom. Conn. Mutual Equit. Iowa Equit., N. Y. 

5. Direct Mail Bankers Conn. Mutual Prov. Mutual 

6. Printed Material Conn. Mutual Great-West Phoenix 

7. Pubs. to Agents Great West Mass. Mutual Prov. Mutual 

8. Wkly. Pubs. to Agts. Bankers Equit., N. Y. Travelers 

9. Pubs. Policy Bankers Conn. Mutual Prov. Mutual 

10. Recruiting Material Mass. Mutual Penn. Mutual Sun Life, Canada 
11. Conservation Equit. Iowa Great-West Sun Life, Canada 
12. Annual Statement Mass. Mutual Natl. Life, Vt. Prov. Mutual 


Sweepstakes—Massachusetts Mutual. 








Unusual Group Plan for 
Wisconsin University Faculty 


MADISON, WIS. — A group insur- 
ance plan has been inaugurated at the 
University of Wisconsin which is un- 
usual in its scope. The plan was devel- 
oped primarily by the faculty, itself, 
through study by a special committee. 
The Business Men’s Assurance was able 
to work out a special contract to meet 
the demands of the faculty. . 

With the state as employer it was 
impossible to have any contribution on 
its part and the plan had to be financed 
100 percent by the employes. There is 
a law in Wisconsin which permits asso- 
ciations of public employes to purchase 
insurance without employer contribu- 
tion. Thus, the University Faculty As- 
sociation was formed to act as the em- 
ployer in group insurance matters. 

Furthermore, there is a state teachers 
tetirement fund into which all univer- 
sity faculty members pay 5 percent of 
their monthly salaries, the state adding 
an equivalent amount. These joint funds 
may be payable to a named beneficiary 
as a death benefit under standard set- 
tlement options. From year to year, 
these funds, which accumulate with 
compound interest, grow to a sizable 
sum for each professor. It is, in a sense, 
a kind of group insurance but the bene- 
fit is small in the event of early death. 
It has long been felt that an insurance 
Plan should be developed to provide 
more adequate protection for young fac- 
ulty members. 


Decreasing Term Plan Used 


Decreasing term insurance was re- 
garded as the logical answer to these 


to the association. On termination of 
employment the policy may be contin- 
ued in force by similar direct remittance 
or may be converted to any standard 
contract. The regents of the university 
have agreed to two vital forms of co- 
operation: one, to make participation by 
all new eligible employes a condition of 


-employment, and the other to make sal- 


ary deductions. This means that all eli- 
gible employes will eventually be a part 
of the scheme and that individual col- 
lections are avoided. 

The policy is arranged to participate 
on a guaranteed dividend schedule and 
is non-cancellable. If the rates are found 
to be unfavorable, an adjustment can be 
made only with new employes. 

There are now 400 employes insured 
under the plan with nearly $1,000,000 
of volume. It is expected that these fig- 
ures will be greatly augmented in the 
next few months as additional faculty 
groups are added to the present eligible 
group. 





Nominating Committee Heads 


George H. Hunt, vice-president New 
England Mutual, and H. G. Kenagy, 
superintendent of agencies Mutual Ben- 
efit, will serve as chairmen of the nom- 
inating committees of the Life Insurance 
Sales Research Bureau and the Associa- 
tion of Life Agency Officers at their 
annual meeting in Chicago next week. 
Five men will be nominated to fill posi- 
tions on the Research Bureau board of 
directors and three for positions which 
will be vacated on the Life Agency Offi- 
cers executive committee. The retiring 
Research Bureau directors are: Chair- 
man S. C. McEvenue, Canada Life; 


two problems. A basic unit of payment } Vice-chairman R. E. Irish, Union Mu- 


o% $1 per month was selected. This 
Provides insurance of $2,285 at age 25 
and decreases to $797 at age 50, the age 
selected for the group insurance to ter- 
Minate. 

To match the teachers retirement 
funds, standard settlement options were 
put into the contract. During leave of 
absence the contract may be carried by 
direct remittance of the annual premium 











tual; Richard Boissard, National Guar- 
dian; E. H. McKinney, Equitable of 
Canada, and Dr. E. G. Simmons, Pan- 
American. ; 
Members of the executive committee 
of the Association of Life Agency Off- 
cers whose terms expire in 1939 are: 
Chairman Jerome Clark, Union Central; 
L. Barnes, Ohio State, and W. S. 
Penny, Sun of Canada. 


ORO BIEZAPAWD) 





QUERY: What life insur- 
ance company offers its 
agents the greatest variety of 
policy forms? 

COMMENT: We do not 
know. But Continental As- 
surance has 58 forms for 
adults...plus 2 joint life... 
plus 6 juvenile . . . plus 12 
family security and agree- 
ment forms . . . plus annu- 
ities... plus group . . . and 
a $10.00 disability income 
provision is available on 


many of the company forms. 








ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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Dependents’ Benefit Spurs 
Boom in Hospital Cover 


NEW YORK — Interest in group 
hospitalization insurance now exceeds 
that in all other group coverages com- 
bined, according to experts in that field. 
Many plans have already been written 
and with the legalization in New York 
on Jan. 1 of the broad form under 
which dependents of the employe as 
well as the employe himself are covered 
it is expected that there will be a flood 
of this business here early in the year. 
Many of these cases are already past 
the preliminary negotiation stage, await- 
ing only the Jan. 1 deadline to be put 
into force. 

Rates being offered by life companies 
compare surprisingly favorably with the 
so-called nonprofit hospital association 
plans. Although giving a broader cov- 
erage the life companies charge less 
than the hospitals do where no de- 
pendents are involved. Although the 
cost is somewhat more than the hospital 
plan where there are dependents, the 
life company plan is much broader and 
almost in every respect much more de- 
sirable. 


Deduction Total Is Heavy 


The only hitch to a wholesale adop- 
tion of these plans is that by the time 
wage deductions for group life, group 
accident and health,:social security and 
unemployment insurance (in some 
states), the addition of another monthly 
item running between $2 and $3 brings 
the total of deductions to somewhere 
between $6 and $7 a month. To many 
classes of employes this is too heavy a 
drain, no matter how desirable the pro- 
tection may be. 

One angle that has proven helpful in 
selling group hospitalization is to get 
the employer to contribute to it the 
dividend he would receive under the 
group life contract, since most of these 
cases are sold to firms already having 
group life in force. Some states, not- 
ably New York, New Jersey, Pennsyl- 
vania and Illinois, now prohibit the 
employer receiving back in dividends 
more than his contribution to the plan. 
Hence the hospitalization idea offers a 
place for him to contribute his excess 
and perhaps his total dividend. How- 
ever, not all of these states consider 
that such a contribution satisfies the 
Jaw. One of them, for example, holds 
that buying another kind of insurance 
for the employes is not the same as 
returning the excess dividend to them. 
The usual system is to waive group life 
contributions to take care of the excess 
dividends. This indirectly helps out on 
the group hospitalization as far as the 
employe’s total deductions for any year 
are concerned. 


Two Forms Available 


The coverage offered by the life com- 
panies is not, in a strict sense, hospi- 
talization insurance but a sickness and 
accident reimbursement policy, a con- 
dition of which is hospital confinement. 
There are two general forms, one giv- 
ing 31 days coverage for any single ac- 
cident or illness and the other giving 
70 days. Under either form the em- 
ployes alone may be covered or their 
dependents may be covered as well. 
However, in any given plan no employe 
has the right to choose individually 
whether he will take coverage for him- 
self alone or for his dependents too. 
This is to forestall adverse selection, 
although different classifications of em- 
ployes may have different types of cov- 
erage. For example, in a single con- 
cern, the office workers might be 
covered for themselves and their de- 
pendents while the factory workers 
might be covered only as to themselves. 

The scale of benefits ranges from $2 
to $6 a day and is of course specified 
in the contract. Ordinarily the em- 
plover finds out the local hospital rate 
for semi-private care and that is the 
reimbursement rate provided in the 





plan. I this connection there is a 
difference between the coverage pro- 
vided for the employe and his depend- 
ents. 

If the employe himself is hospitalized, 
he is paid the per diem rate specified in 
the contract even though he may have 
had less expensive accommodations. 
However, in the case of a dependent, 
the coverage is only for the amount 
actuality paid to the hospital. This dif- 
ference in procedure is based on the 
presumption that the employe himself is 
anxious to get back on the job and 
would not linger on in the hospital for 
the sake of putting in his pocket the 
difference between the per diem rate 
and the rate he was actually paying. 
This might be a hazard in connection 
with dependents, however. 


Extra Benefits Provided 


In addition to the per diem room rate, 
the employe, or his dependents, if they 
are covered, will be reimbursed for ex- 
penditures for operating room, delivery 
room, routine laboratory services such 
as x-rays and analyses up to five times 
the daily benefits. This is sufficient to 
cover the great majority of cases where 
no extensive use of services is neces- 
sary. 

The coverage on dependents ranges 
from children three months old up to 
18 years at their nearest birthday. Mar- 
ried children are not covered nor are 
they covered if working for the same 
company as the employe, since in the 
latter case they would be supposed to 
participate in the plan themselves as in- 
dividuals. However, if working else- 
where they are not excluded. 

The surgical benefit is not included 
in the regular rate. It provides reim- 
bursement ranging from $5 to $150 for 
any one surgical procedure. The extra 
premium is 35 cents per month per per- 
son. 


Hospital Plan’s Exclusions 


While the life company plans cost a 
little more than the hospital association 
plan where dependents are involved, the 
local plans ordinarily exclude such im- 
portant classifications as tuberculosis, 
mental or nervous diseases, communi- 
cable diseases, venereal diseases, con- 
genital anomalies, such as a leg de- 
formed from birth, x-ray therapy and 
tonsil cases. 

Most hospital associations limit cov- 
erage to 21 days, although some run to 
30 days, and provide for a discount for 
a limited period after that. The New 
York City plan, which is one of the 
largest, has a 21-day limit and gives a 
25 percent discount for the next 60 
days. A very important advantage of 
the life company plan is that the cover- 
age is for either 31 or 70 days (accord- 
ing to the plan) for each illness or 
accident, no matter how many separate 
occurrences there may be during a year. 
The hospital association, on the other 
hand, limits the coverage to the speci- 
fied number of days in any given con- 
tract year. 


Extended Protection Given 


Another important feature of the in- 
surance company plan is that if an em- 
ploye leaves employment while disabled 
and has to go to the hospital for treat- 
ment any time within three months he 
is fully covered, providing he has been 
disabled from the time he quit work 
until entering the hospital. In the case 
of a woman employe leaving employ- 
ment the maternity benefit covers for 
nine months, instead of three, as in the 
hospital associations. 

In connection with maternity, a very 
important advantage of the group hos- 
pitalization plan is that there is no 
waiting period, whereas the hospital as- 
sociations impose a waiting period of 
11 months and sometimes 12. The only 
time the life companies ean’ wait- 


Head of New Agency Setup 
in New York City Area 








B. C. THURMAN 


B. C. Thurman, assistant superin- 
tendent of agencies for the New York 
metropolitan territory of Mutual Benefit 
Life, continues in that position but will 
head the three new agencies in the city 
that are being installed. 








ing period on maternity cases is when 
an employe signs up later than the date 
on which he or she became eligible. 
These late signers nearly always involve 
a maternity angle, since employes 
usually either sign up immediately or 
not at all. 

The life company plans show up to 
greater advantage as the hospital asso- 
ciations become stricter. In New York, 
for example, applicants are now ex- 
cluded from hospital benefits if they 
have seen their doctors on that particu- 
lar disorder during the previous year. 

The typical hospital association plan 
charges 75 cents a month for its cov- 
erage without dependents. The life 
companies offer the 31-day coverage for 
15 cents for each $1 of daily benefits 
and the 70-day plan for 16.7 cents per 
$1. On the basis of a $4.50 semi-pri- 
vate room for the shorter coverage the 
cost would be 67.5 cents a month as 
against 75 cents for the associated hos- 
pital plan. ‘ 

Including dependents, the hospital 
plans cost $2 a month. The insurance 
company plan, 31-day basis, costs 60 
cents for each $1 of daily benefits or 
$2.70 for $4.50 a day accommodations. 
For the 70-day coverage the rate is 65 
cents or $2,925 for a $4.50 room. 





Has “Peak Production Climb” 


Honoring President C. E. Becker, the 
Great American Life of San Antonio 
is devoting October and November to 
what the agency department has desig- 
nated as the “Peak Production Climb. 
The production drive has been so ar- 
ranged that each agent who meets a 
minimum requirement will receive a 
prize, the prizes not being awarded to 
the leading producer or team but to in- 
dividual agents regardless of the length 
of their connection with the company. 





Saccardi Awarded Trophy 


At a meeting in Washington, D. C., 
with 150 in attendance, President L. A. 
Lincoln of the Metropolitan Life pre- 
sented Vincent Saccardi, Washington 
manager, the Metropolitan Veterans 
Trophy, which is presented annually to 
the manager having the best record for 
ee in the United States and Can- 
ada. 

Vice-president E. H. Wilkes and 
Third Vice-presidents C. J. North and 
A. W. Trethewey also attended from 





the home office. 





Perpetuities Curbs 
Seen as Option Snag 


Law Review Article 
Says Too Liberal Practices 
May Prove Invalid 


NEW YORK—tThe length of time 
proceeds can be held under settlement 
options without violating the laws 
against perpetuities should be measured 
from the date of the agreement and 
not from the insured’s death, according 
to an article by Albert Epstein, New 
York lawyer, in the current “United 
States Law Review.” Mr. Epstein bol- 
sters his conclusion with a very thor- 
ough review of the laws and court de- 
cisions affecting settlement options and 
also trust funds, the article occupying 
25 pages. 7 

In view of the huge funds that are 
being accumulated under settlement op- 
tions by life companies, Mr. Epstein be- 
lieves that the legal aspects justify ex- 


tended consideration as there is now. 


confusion and uncertainty in a field of 
legal interpretation where there should 
be clarity and certainty. 


“Two Lives” Rule 


The common law, which governs in 
most states, is that two lives “in being” 
plus a minority in the maximum time 
during which trust funds, including life 
insurance proceeds, may be held with- 
out being distributed to the beneficiaries. 
Some states have modified the common 
law by statute. Most of these statutes 
follow the common law quite closely, 
the principal deviation being in New 
York state, where the limit is two lives 
in being, the additional minority not 
being permitted. 

While not going into the practices of 


all the companies, Mr. Epstein quotes , 


from the compendium of company pro- 
cedure on settlement options, compiled 
by the New York City C.L.U. chapter 
and covering the practices of 24 compa- 
nies, including most of the largest. 


Practice Varies 

_ Mr. Epstein pointed out that accord- 
ing to the compendium, 18 of the 24 
companies will undertake to make de- 
ferred payments during the lives of per- 
sons who are unborn at the date of 
the agreement. One company requires 
that any such person must be paid on 
becoming 24. The remaining 5 require 
that payments to such persons must be 
made in a lump sum on the death of 
the insured. 


Dr. Fay Philadelphia Speaker 

The Life, Accident & Health Claim 
Association of Philadelphia at its second 
meeting of the fall season heard an ad- 
dress by Dr. Temple Fay, eminent 
neuro-surgeon, on “Fractured Skulls and 
Injuries to the Brain.” He explained in 
detail the method of treatment he follows 
in cases of severe head injury, as a re- 
sult of which the percentage of complete 
recoveries has been greatly increased. 

Dr. Fay also discussed by special re- 
quest investigations which he and his 
associates have made with reference to 
the treatment of cancer by refrigeration 
—a new method he has recently an- 
nounced, which has aroused much inter- 
est in both medical and lay circles. 

F. M. Walters, General Accident, 
president of the association, announced 
that R. K. Metcalf of Hartford, manager 
claim department Connecticut General 
Life, will speak Nov. 16. 


Insuring Insurance Gets Results 


One producer has created consider- 
able interest by asking prospects if they 
have ever thought about “insuring their 
insurance.” The prospect is usually 
curious and the agent then explains 
that a few thousand dollars of insurance 
payable all at one time is probably spent 
in a few years. He then suggests 4 
simple program of paying part cash and 
the balance on an income basis. 
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GREAT SOUTHERN LEADERS GATHER 








E. P. GREENWOOD 


NEW ORLEANS—Nearly 200 mem- 
bers of the Great Southern Life’s agency 
organization were here this week for 
the annual convention of the Great 
Southern Club. 

The majority of those in attendance 
first gathered in Houston where they 
were entertained with a_ sight-seeing 
tour and a buffet dinner. Sixteen mem- 
bers of the Houston agency who quali- 
fied for the club served as hosts. 

Membership in the Great Southern’s 
honor organization for field men is lim- 
ited to those who have personally pro- 
duced and paid for at least $100,000 dur- 
ing the club year and who have main- 
tained a better than average renewal rec- 
ord. Those who exceed their quotas 50 
percent or more brought their wives. A 
total of 183 Great Southerners and their 
wives qualified for the 1939 club. 

Outstanding producers include Tom 
B. Reed of Oklahoma City and O. S. 
Carlton and Carey Selph of Houston, all 
of whom are members of the Million 
Dollar Round Table. The Great South- 
ern is the only company west of the Mis- 
sissippi river which qualified three mil- 
lionaires. 

Mr. Reed is, for the third consecutive 





TOM B. REED 


year, president of the President’s Club, 
the inner circle of the top producers. He 
is the leading producer. A. H. Houston, 
of Stanton, Tex., is vice-president, hav- 
ing maintained the best persitency rate 
on second year business. 

Other outstanding Great Southerners 
who will be introduced at the New Or- 
leans meeting include Alva Carlton and 
E. L. Williams of Houston, Tex.; Carl 
M. Leonard of Tulsa; D. L. Myrick of 
Lake Charles, La., and G. W. Saam of 
Forth Worth. These five men have pro- 
duced $5,000 or more of new business 
every week since Jan. 1. 

The party is in charge of E. P. Green- 
wood, president, and F. D. Albritton, 
general sales director. President Green- 
wood, in welcoming his top producers, 
expressed deep satisfaction with the 
progress being made by the company, 
not only in the sale of new life insurance 
but particularly in the improved persist- 
ency of business sold in previous years. 
This latter factor, he said, is a result of 
better economic conditions in the south- 
west where the company’s business is 
concentrated, and a better understanding 
among policyholders of the benefits of 
legal reserve life insurance. 











Three Cases Before 
U. S. Supreme Court 
on October Term 


There are three cases on the docket of 
the U. S. Supreme Court this month. 
There is Dodd vs. Aetna Life, certiorari 
to the circuit court of appeals for the 8th 
circuit court. This case involves the 
rescission of a life policy by mutual con- 
sent. The company’s contention that 
the policy had been rescinded was sus- 
tained in the lower court, but the peti- 
loner, the beneficiary under the policy, 
contends that the policy was in eftect at 
the time of the insured’s death because 
of the presence of an automatic loan pro- 
vision contained in the policy. 
he next case is Penn Mutual Life vs. 
Forcier et al, certiorari to the circuit 
Court of appeals for the 8th circuit. Both 
the district court and the circuit court 
of appeals held a provision of an applica- 
Hag for a $40,000 policy specifying that 
_ Insurance should not become effec- 
} ag the policy was delivered to, and 
a Tst premium paid by the insured, to 
me ambiguous as to the “due date” of 
; sequent premiums. The petitioner, 
js msurer, contends it was error to hold 
Tr an ambiguity existed. 
“2 oe ead case was the New York Life 
path yg et al., certiorari to the circuit 
pin ot appeals for the 1st circuit. The 
ea “ioner, the company, brought suit to 

cind for fraud and misrepresentation 





the disability and double indemnity pro- 
visions of four life policies issued to the 
respondents as the insured and as bene- 
ficiary. The circuit court of appeals held 
there was intentional fraud and misrep- 
resentation in the application for the pol- 
icies, but that the petitioner was pre- 
cluded by an incontestability clause from 
rescinding the disability and double in- 
demnity provisions. The petitioner 
claims its right to rescind was effec- 
tively preserved bv an excepting clause 
ot the incontestability provision. 


STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of Oct. 24, 
1939: 











Par Div.* Bid Asked 
Aetna Life .... 10 1.35* 29 31 
Central, Ill. ... 10 ae 9 


7 11 
Cent. States Life 5 rae 1% 2% 
Colum. Natl. L.100 “as 68 72 
Conn. Genl. .... 10 .80 24 26 


Contl. Assurance 10 2.00 34 36 
Federal Life .. 10 a 5 
Great Southn. L. 10 1.30 20 23 
Kan. City Life.100 16.00 350 400 
Life & Cas. .... 3 -50 10 12 
Lincoln Natl. .. 10 1.20 26 28 


No. Amer. Life. 2 2% 3 
N. W. Nat. Life 5 .30 11 13 
Ohio Natl. Life. 10 ° 1.25 25 27 
Old Line Life.. 10 -60 10% 12% 


Sun Life, Can..100 15.00 295 330 
Travelers ......100 
Union Cent. Life 20 1.20 20 25 
Wis. National .. 10 

*Includes extras. 

















A Complete Educational 


Trust Service 


Typical of the insurance services offered by The Great-West 
Life are the Company’s various educational trust provisions. 


No. 


No. 


No. 


No. 


1—$1,893 INSURANCE (ANY PLAN). 
$50 a month for 4 years, payable every month except July and August 
in each year. Prior to the commencement of the monthly income pay- 
ments, interest of $28.19 will be paid semi-annually. 


2—$2,267 INSURANCE (ANY PLAN). 
$50 a month for 4 years, payable every month in the year. Prior to 
the commencement of the monthly income payments, interest of $33.76 
will be paid semi-annually. 


3—$2,650 INSURANCE (ANY PLAN). 
$50 a month for 4 years, payable every month with an additional pay- 
ment of $100 on September 1 each year for 4 years. Prior to the 
commencement of the monthly income payments, interest of $39.46 will 
be paid semi-annually. 

4—$3,000 INSURANCE (ANY PLAN). 
Privilege of withdrawing sums from the principal of not less than 
$100 each and not more than $750 in the aggregate in any year. In 
addition, interest will be paid semi-annually on the amount of prin- 
cipal from time to time remaining undrawn. Prior to the date the 
first withdrawal is made the interest will amount to $44.67 semi- 
ety, but it will subsequently decrease as the principal is with- 
rawn. 


- 5—$3,033 INSURANCE (ANY PLAN). 


$50 a month for 4 years, payable every month with an additional pay- 
ment of $200 on September 1 each year for 4 years. Prior to com- 
mencement of the monthly income payments, interest of $45.16 will 
be paid semi-annually. 
6—$3,400 INSURANCE (ANY PLAN). 
$75 a month for 4 years, payable every month in the year. Prior to the 
commencement of the monthly income payments, interest of $25.23 
will be paid quarterly. 


. 7—$4,262 INSURANCE (ANY PLAN). 


$75 a month for 4 years, payable every month with an additional pay- 
ment of $225 on September 1 each year for 4 years. Prior to com- 
mencement of the monthly income payments, interest of $31.62 will 
be paid quarterly. 


. 8—$4,533 INSURANCE (ANY PLAN). 


$100 a month for 4 years, payable every month in the year. Prior to 
the commencement of the monthly income payments, interest of $33.63 
will be paid quarterly. 


9—$5,000 INSURANCE (ANY PLAN). 
$75 a month for 4 years, payable every month plus an additional pay- 
ment of $300 on September 1 each year for 4 years and a $505 cash 
payment at graduation at the end of four years. Prior to the com- 
mencement of the monthly income payments, interest of $37.10 will 
be paid quarterly. 


10—$5,682 INSURANCE (ANY PLAN). 
$100 a month for 4 years, payable every month with an additional 
payment of $300 on September 1 each year for 4 years. Prior to 
commencement of the monthly income payments, interest of $42.16 
will be paid quarterly. 


11—$5,487 INSURANCE (ANY PLAN). 
$27.50 a month for 4 years of high school, payable every month, then 
$75 a month for 4 years payable every month plus an additional pay- 
ment of $225 on September 1 each year for 4 years. Prior to the 
commencement of the monthly income payments, interest of $40.71 
will be paid quarterly. 


- 12—$8,105 INSURANCE (ANY PLAN). 


$50 a month for 4 years of high school, payable every month, then 
$100 a month for 4 years, payable every month, plus an additional 
payment of $300 on September 1 each year for 4 years and a cash 
pavment of $1,000 at graduation at the end of the income period. 
Prior to commencement of the monthly income payments, interest of 
$60.14 will be paid quarterly. 


The trust provisions listed above may be used with any one 
of the many plans of life insurance sold by this Company. 
They are set out in the rate manuals for quick use by repre- 
sentatives and, when applications are taken, they can be 
specified simply by number. 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 
Business in Force - - - - - $620,121,504 
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Concentrating on Domestic Problems 


O. J. ARNOLD, president NorTHWESTERN 
NATIONAL LiFe, in his remarkable address 
before the insurance division of the ILtr- 
NOIS CHAMBER OF COMMERCE made the 
point that this country should stay out of 
war by all means. He said that war 
accomplishes nothing in the way of con- 
structive thought or achievement. It is 
always destructive. Nothing is decided as 
it should be by war or force. He advised 
the people of this country, and the business 
men in particular, to pay attention to their 
own domestic problems and issues and not 
try to indulge in any activity beyond the 


Had Its Fill of State 


It may be a straw in the wind but it is 
rather interesting to note that the North 
Dakota Taxpayers Association, which 
has been making a penetrating survey of 
state governmental departments, advo- 
cates the abolition of the North Dakota 
state hail insurance and the bonding 
funds. 

The report shows there have been bad 
fiscal practices in the operations of the 
state bonding fund and it declares there 
is a very evident tendency toward po- 
litical favoritism. The report recom- 
mends that public officials be bonded by 
responsible surety companies. 

As far as the hail insurance fund is 
concerned there were 3,066 policies writ- 
ten on the crops this year and the aver- 
age overhead cost was $31 per policy. 

A few years ago there seemed to be a 
sharp movement toward these state op- 
erated insurance funds. A few states 
adopted state monopolistic workmen’s 


Learning to Work in 


GovERNOR Bricker of Ohio, in a recent 
Chicago address, made the point that 
one of the most essential conditions for 
peace among individuals and nations is 
the faculty of people getting along to- 
gether. The very fact that they cannot 
do so is the cause of the great conflict 
abroad. 

He applied this observation not only 
to governmental situations but to busi- 
ness organizations and the world of 
business at large. Where business dif- 
ferences and angularities can be rubbed 


Excellent Practice Is 


SoME practice originates, which at its 
start has real significance and merit. 
Then perhaps it is carried to the ex- 
treme and its worth and influence are 


ocean. There is certainly enough, he added, 
in this country, to occupy the attention of 
business men. Something can be achieved 
by concentrating the best thought on prob- 
lems that are vital and whose solution 
would be a great boon to the people of 
the United States. 

Mr. ARNoLD’s contribution was one of 
statesmanlike stature. Its suggestions as 
to the government and to business men 
were constructive and sound. It was 
free from routine and blind partisan- 
ship. Mr. Arnold’s remarks are worthy 
of great approbation by all. 


Schemes 


compensation insurance funds. Others 
had state funds of this character but they 
were not monopolistic. Some states in- 
augurated state fire and life insurance 
funds. 

The political philosophy of many 
thinking people opposes the entrance of 
the state into kinds of business that can 
be well carried on by private enterprise 
and far more efficiently done than the 
state government can do. There are 
some activities in which all the people 
are so vitally interested, that are so im- 
pressed with public use that a municipal, 
county or state government should as- 
sume control or ownership. North Da- 
kota has been experimenting with vari- 
ous fantastic political schemes. It is 
heartening to see a very reputable body 
advocating a change of front. The state 
now has the opportunity to teach a les- 
son in sanity. Too much government is 
not conducive to business prosperity. 


Harmony 


and a spirit of compromise pre- 
the sharpness and consequent 
waste are minimized. In these days 
when the expense ratio is high, insur- 
ance companies are seeking measures to 
cut down unnecessary outlays. We 
might well take heed of Governor Bricx- 
ER’s admonition and study how to work in 
harmony with competitors and associates 
more effectively. This is the day when 
insurance needs to keep in a _ unified 
step, as regards both companies and 
producers. 


down 
vails, 


Made Common 


just about lost. Sometime ago, for in- 
stance, probably spontaneously, there 
started the act of an audience rising, es- 
pecially at banquets or business meet- 





ings, when some man of great renown 
spoke or when some message of a very 
superior character was given. It wasan 
expression of high appreciation due to 
real merit or exalted position. It meant 
something. 

Now at conventions and banquets the 
audience arises when merely any sort 
of a speaker is introduced. We have be- 
come jumping jacks. Perhaps the cus- 
tom has some advantage in that it en- 
ables fatigued listeners to get some ex- 
ercise in standing up. That is about the 
only benefit in it at present. We rise 
when mediocre speakers are introduced. 
We get up when men of the corporal 
rank are presented. 

This custom could carry tremendous 
weight and influence if it were applied as 
it was originally intended. This writer 
some years ago witnessed an amazing 
expression when SCHUMANN HEINK, the 
celebrated opera singer, in her later 
years appeared before a May choral fes- 


tival. Her voice had not the magic 
power, timbre or capacity that it had in 
her younger years. Yet a vast audience 
arose to do her homage because of what 
she had accomplished, what she stood 
for and her remarkable achievements, 
not only as a singer but as a great 
woman. The entire force of that ex- 
pression would have been entirely lost 
had the audience stood up when other 
vocalists came to the front and there 
were others of reputation on the pro- 
gram. 

Perhaps some enthusiast up near the 
front rises to his feet, holds up his hands 
and then everybody in the audience must 
get up or the speaker naturally would 
feel an insult. Let no one lay unction to 
his soul that when an audience rises 
these days he is particularly honored. 
The practice has now assumed a per- 
functory air and we all rise frequently 
in a meaningless manner, which is re- 
grettable. 








PERSONAL SIDE OF THE BUSINESS 





Arthur James, vice-president and 
agency director Wisconsin National 
Life, is recovering from a major opera- 
tion performed at the Mayo Clinic at 
Rochester, Minnesota, about three weeks 
ago. He is expected to return to Osh- 
kosh within the next two weeks. 

Miss Esther H. Royer, daughter of 
H. G. Royer, president Great Northern 
Life, was married this week at the First 
Methodist Church in River Forest, IIl., 
to Robert G. Culp of Pittsburgh, who 
is middle western representative of a 
textile company. They will make their 
home in Riverside, Chicago suburb. 
Mrs. Culp is a graduate of Northwest- 
ern University and Mr. Culp of the Uni- 
versity of Pittsburgh. 

R. H. Maloney, Omaha general agent 
Security Mutual Life of Nebraska, has 
been elected president of the Benson 
Commercial Club. located in an Omaha 
suburb. : 

R. A. B. Goodman, vice-president and 
director of public relations of the South- 
western Life of Dallas, has fully recov- 
ered from a long illness and is back at 
his desk after an absence of several 
months. 

R. M. Vetter, Madison, Wis., general 
agent, Continental Assurance, has been 
elected treasurer of the Wisconsin 
Houdini Club, a state organization of 
amateur magicians. 

C. F. Grein, manager Union Mutual 
Life in Detroit, is the father of a 
daughter. 


T. I. Parkinson, president Equitable 
Society, will be honor guest at a lunch- 
eon Nov. 6 in San Francisco, attended 
by local agents of the company there. 


President W. L. Baldwin of Colorado 
Life suffered a severe cold that threat- 
ened to develop into bronchial pneu- 
monia, after attending the meeting of 
the American Life Convention in Chi- 
cago. He is now reported to be out of 
danger. 

A. A. Heald, Detroit manager Bank- 
ers Life of Des Moines, has been ap- 





pointed regional governor by the direc- 
tors of the alumni of the University of 
Wisconsin. His district includes 
alumni clubs in Michigan, Ohio and 
western Pennsylvania. 

T. W. Appleby of Cincinnati, presi- 
dent of the Ohio National Life, has been 
elected chairman of the board of the 
book committee of the Methodist Epis- 
copal Church. He has served for a num- 
ber of years as a member of the com- 
mittee. He is one of the most promi- 
nent laymen in that denomination. 

Mr. Appleby is serving as treasurer 
of the Ohio emergency committee, which 
has been organized by citizens to com- 
bat the proposed Bigelow amendments 
to the state constitution. 

Dr. M. O. Bousfield, vice-president 
and medical director of the Supreme 
Liberty Life of Chicago, has been ap- 
pointed by Mayor Kelly on the Chicago 
school board. He is the first Negro to 
serve in that capacity. Dr. Bousfield is 
prominent in Negro activities. His wife, 
Mrs. Maudelle B. Bousfield, is principal 
of the Wendell Phillips high school in 
Chicago and his daughter Maudelle is a 
teacher in the Du Sable high school. 
Dr. Bousfield was formerly connected 
with the Chicago city health department. 
He graduated from the University of 
Kansas in 1907 and later took his medi- 
cal course in the Northwestern Univer- 
sity medical school. He is a former 
president of the National Medical Asso- 
ciation. He is a director of Provident 
Hospital of Chicago, the Wabash Ave- 
nue Y. M. C. A. and the Adult Educa- 
tion Council. He is a consultant of the 
U. S. Children’s Bureau. He was born 
in Tipton, Mo., in 1885. ; 

W. Howard Cox, president Union 
Central Life, is chairman of the annual 
roll call for the Cincinnati and Hamilton 
County chapter of the American Red 
Cross. Jack Lauer, independent, is 
charge of the sroup solicitations. 

E. §. Ashbrook, president North 
American Life of Chicago, is one of the 
most ardent Chicago Cubs fans in the 
city. He knows the team from stem 
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to gudgeon. He attends almost every 
game when the Cubs play in Chicago. 
He is acquainted with the coaches and 
some of the players and watches every 
game with a discriminating eye. Un- 
doubtedly President Wrigley of the 
Cubs team could gain some valuable in- 
formation from a spectator of this type. 

A. LeRoy Portteus, vice-president of 
Indianapolis Life, and A. H. Kahler, 
second vice-president and superintend- 
ent of agencies, have returned from a 
visit to all the company’s Texas agen- 
cies. H. B. Veazey, manager at San 
Antonio, is president of the Counselors 
Club of the company’s leading produc- 
ers. 

Two Buffalo insurance men were fea- 
tured in the daily newspapers during the 
annual Y.M.C.A. financial campaign. George 
E. Benson, National Life of Vermont, 
challenged Charles H. Taylor, broker, 
that his division would bring in a higher 
subscription total or he would forfeit 
his shirt tail. Mr. Taylor accepted the 
challenge. Mr. Benson lost and _ his 
shirt tail was clipped off with a pair 
of scissors wielded by Mr. Taylor be- 
fore an audience of some 200 workers. 
Photographers were on hand. 


DEATHS 


P. C. Burns, 52, Saginaw, Mich., 
manager of the Manufacturers Life, 
died in Henry Ford hospital, Detroit, 
after several months’ illness. He was 
a past president of the Saginaw Life 
Underwriters Association and a mem- 
ber at one time of the Michigan un- 
derwriters’ council. He had been in life 
insurance work since 1921, except for 
four years as sheriff of Huron county. 
He became district manager for the 
Manufacturers in 1928 at Port Huron 
and was made branch manager there 
the following year, being transferred to 
Saginaw in 1933. 

Samuel Polk, 77, who prior to his re- 
tirement in 1927 had been with the Pa- 
cific Mutual Life 37 years, died in St. 
Louis. At the time of his retirement 
he was manager there. He went to St. 
Louis from St. Joseph in 1895. 

Frank C. Williams, who was for- 
merly connected with Western & 
Southern Life but had been retired for 
a number of years, died at his home in 
St. Petersburg, Fla. Funeral services 
were conducted at Cincinnati. He was 
the son of the late William J. Williams, 
former president of Western & South- 
ern and a nephew of Charles F. Wil- 
liams, the present president. 

E. E. Elam, former Nashville, Tenn., 
general agent of the Home Life of New 
York, died after an illness of several 
months. He retired four years ago on 
account of ill health. 

H. E. Bardenheurer, vice-president 
and general manager of the Hoey & EI- 
lison life agency of New York, died 
suddenly at his home in Douglaston, 
L. I, at the age of 46. He had been 
connected with the agency for 12 years. 











NEWS OF THE COMPANIES 





Progress Is Shown 
by Northwestern 


MILWAUKEE—New paid for busi- 
ness of the Northwestern Mutual Life 
for the first nine months totaled $139,- 
468,508, on 41,269 policies. While the 
amount showed a 7 percent decrease, 
the increase shown in September has 
been more than maintained so far in 
October. Figures are exclusive of re- 
vivals and dividend additions of $10,- 
751,291, and of 622 life annuities for $2,- 
202,501. As of Sept. 30, insurance in 
force reached $3,898,726,935 on 1,049,- 
525 policies, a gain of $38,254,162 and 
14,127 policies. 

President M. J. Cleary reported the 
figures at the quarterly meeting of trus- 
tees at the home office. 

The financial statement covering the 
first three quarters showed total income 
of $154,476,652, including $94,406,852 
premium income and $38,926,052 inter- 
est and rents. Disbursements totaled 
$107,918,345, including payments to 
policyholders and beneficiaries of $80,- 
539,679, of which payments on 8,187 
death claims amounted to $32,641,550, 
and dividends to $23,640,168. Other 
disbursements to policyholders and ben- 
eficiaries included payments of $10,996,- 
094 under installment and option settle- 
ments. Taxes totaled $3,043,398. 

Total assets amounted to $1,278,892,- 
176, an increase of $55,070,044 from a 
year ago. Bonds aggregate $693,737,578 
at admitted asset value. Mortgage 
loans of $310,870,501 included $229,252,- 
639 in city loans and $81,617,862 in farm 
mortgages. Real estate of $48,762,550 
included $4,811,907 for home office prop- 
erty and $6,353,101 in land contracts for 
property sold. Policy loans declined to 
$158,085,835, a reduction of $14,236,958. 
Cash totaled $17,786,182. 


Robert H. Denny Advanced 
to Home Office Position 


The State Mutual Life has announced 
the appointment of R. H. Denny to the 
home office agency department as direc- 
tor of agencies. 

Mr. Denny, who has been general 
agent for State Mutual in New York 
since 1936, first entered life insurance as 
an agent 20 years ago with L. A. Cerf, 
Sr., and in turn was advanced rapidly by 
Mr. Cerf to supervisor, educational di- 
rector and district manager. 

In 1928 he was appointed agency man- 
ager of the E. T. Wells agency, National 
Life of Vermont, and later promoted to 
associate state general agent for that 
company at Cleveland. As a result of 
that training, he has had recruiting and 
supervising experience both in urban and 
rural territories, and through his identifi- 
cation with’ life insurance organizations 
in the field has been familiar with the de- 














Are You Ready to Build 
An Agency of Your Own? 


This old line, legal reserve life company, 40 years old, writing 
both Life and Accident-Health Insurance, is planning expansion 
of its activities in the State of Iowa. We have openings for 
experienced men, of proved character and ability in personal 
production, particularly trained in the Life field, and confident 
of their ability to recruit and train sub-agents, to serve as 
agency managers in several of the larger centers. 


proposition, a complete kit of tools and fimancial aid in agency 
building. 


Federal Life Insurance Company 
Chicago 


Attractive 








‘ velopment of life insurance as a social 
and economic force. 

Mr. Denny, who is 42 years old, is a 
native of Illinois, though he took his 
lower school training in Pauls Valley, 
Okla., and his collegiate work at the 
Central State College in that state. 





Stage “Caritas Cup Race” 


The annual “Caritas Cup Race” of 
Reliance Life will run from Oct. 30 to 
Dec. 16. The department that exceeds 
its given quota by the largest percent- 
age will be the winner. The silver 
Caritas Cup trophy will be awarded in 
December or January at a dinner in the 
branch office city in which the cup is 
won. This year the western Pennsyl- 
vania department will be divided into 
three divisions, each with a quota. 


General Mutual Pays $200 Dividend 


General Mutual Life of Van Wert, 
O., whose business was recently rein- 
sured in Central Life of Iowa, is now 
making a cash distribution to stockhold- 
ers of $200 a share. This will be fol- 
lowed about Aug. 1, 1940, by a second 
and final distribution of about $7 per 








share, according to L. G. Purmort, 
vice-president and treasurer. 


Lincoln National in Florida 


_ Entry of the Lincoln National Life 
into Florida and plans for the develop- 
ment of a life insurance organization 
within that state are announced. A. L. 
Dern, vice-president, says: “We plan to 
establish general agencies in Jackson- 
ville, Miami and St. Petersburg.” 

The Lincoln National Life now oper- 
ates in 40 states, the District of Colum- 
bia, the Canal Zone, Hawaii and the 
Philippine Islands. 








Iowa Rejects Reserve Loan 


DES MOINES—The Reserve Loan 
Life of Indianapolis has been denied a 
license in Iowa. Commissioner Fischer 
said its annual statement failed to re- 
ceive the department’s approval. 


Give Brotherhood Mutual Setup 


FORT WAYNE, IND.—Complete 
executive personnel of the new Brother- 
hood Mutual Life has been announced. 
Dr. Homer R. Gettle is president; Pe- 
ter Rupp, vice-president; Albert Neuen- 
schwander, secretary-manager; Ezra 
Steiner, treasurer; Dr. J. W. Bowers, 
medical director; David Hogg, general 
counsel, and Walter C. Green, actuary. 














Forty-Sixth Year 
of 
Dependable Service 





qualified. 


—— STATE LIFE of Indiana is a purely 
mutual, old-line, legal reserve Com- 
pany in its forty-sixth year of dependable 
service. .. . Has paid over $123,000,000 to 
policyholders and beneficiaries, and in 
addition holds assets of over $53,000,000 for 
their benefit. . . . Issues a wide range of 
policies from ages one day to sixty-five 
years, including Juvenile, 
Fund, Family Income, and other up-to-date 
forms. ... Agency opportunities with com- 
plete training and service facilities for those 


Educational 
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INSURANCE COMPANY 


Indianapolis 
Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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LIFE AGENCY CHANGES 





L. A. Cerf, Jr., to 
State Mutual Life 


Louis A. Cerf, Jr., has been appointed 
generai agent in New York City for the 
State Mutual Life. 

Mr. Cerf, whose office will be at 90 
John street, will succeed R. H. Denny, 
who has been made director of agencies. 
State Mutual maintains two other gen- 





LOUIS A. CERF, JR. 


eral agencies in New York, one under 
G. H. Young at 225 Broadway and the 
other under T. W. Foley, 100 East 
Forty-Second street. 

Mr. Cerf, nationally known as a mem- 
ber of the Million Dollar Round Table, 
entered the life insurance business in 
1919 as an agent with his father, L. A. 
Cerf, Sr., and was later advanced to 
branch manager. 

For the 10 years just ended serving 
as manager of the Fidelity Mutual’s New 
York office, Mr. Cerf has also been sec- 
retary-treasurer of the Life Underwrit- 
ers Association of. New York. He is 
the immediate past president of that as- 
sociation and is also active in many 
other organizations there. 

Born 42 years ago in St. Louis, Mr. 
Cerf graduated from Princeton where 
he was class secretary in 1919. 





Caspar to New York City 


Effective Nov. 1, C. J. Caspar, Jr., as- 
sistant manager of the Prudential ordi- 
nary agency in Detroit for four years, 
will be transferred to the Times Square 
agency in New York City under Man- 
ager John McNulty in similar capacity. 
Frank Klingbeil, manager of the De- 
troit agency, has appointed Roy Hunter 
assistant manager in charge of the 
training of new agents, succeeding Mr. 
Caspar. Mr. Hunter is a graduate of 
Duke University where he served as 
captain of the football team and later 
as coach. He joined the Klingbeil 
agency in 1935 as an agent and became 
one of its production leaders. Alfred 
Hansen, assistant manager, remains in 
charge of the brokerage department. 





Opens New Minnesota Agency 


The Security Mutual Life of Ne- 
braska has established an agency at 
Fergus Falls, Minn., to cover western 
Minnesota, with Marvin Larson in 
charge. Mr. Larson has had a success- 
ful career as a teacher but is returning 
to life insurance, having been an agent 
at Wahoo, Neb., a dozen years ago. 





Cox Made Utah Manager 

George W. Cox has been appointed 
Utah manager by the-Northern Life of 
Seattle. 





Capitol Life Attains 
Big Objective 


The appointment of Frank H. Devitt 
as manager of the home office agency of 
Capitol Life of Denver represents the 
accomplishments of one of the principal 
objectives of W. V. Woollen, agency 
vice-president of Capitol Life. When 
Mr. Woollen went with Capitol Life 
last June he was requested by President 
Daly to secure for the home office 
agency an outstanding manager and Mr. 
Woollen has been devoting himself dili- 
gently to that task. 

Mr. Devitt has been a manager for 
Equitable Society in New York. He has 
been connected with that company 26 
years. He is a graduate of Princeton 
University and during the war served in 
the French and American air corps. 

Mr. Devitt has had the desire to be- 
come located in the west and the oppor- 
tunity with Capitol Life appealed to him. 
Mr. Devitt will assume his new duties 
Nov. 1, 


Franco Assistant in Omaha 


John L. Franco has been named by 
the Midwest Life of Nebraska as assist- 
ant general agent in Omaha, associated 
with the George Crocker agency. He 
formerly was one of the company’s 
leading producers, but for the last six 
years has devoted only part time to field 
work because of other business inter- 
ests. 


NEWS BRIEFS 


K. D. Moore has been placed in charge 
of the life department of the Brock-Hess 
Company agency at Lubbock, Tex., which 
represents the Great National Life. 


_R. P. Ingraham is manager of the new 
district office opened at Wichita Falls, 
Tex., by the Dallas branch office of the 
Mutual Benefit Health & Accident and 
the United Benefit Life under Manager 
Ernest Hundahl. 


W. W. Barker, who has been district 
agent at Big Spring, Tex., for the bank- 
ers Life, has moved his headquarters to 
Midland, where he will have headquar- 
ters with the local agency of Mims & 


SALES MEETS 


Ohio State Life Holds 
Michigan State Meeting 


DETROIT—Michigan agents of the 
Ohio State Life assembled here for a 
sales conference at which President 
Claris Adams declared that the most 
important consideration in the business 
today is to keep the government from 
assuming too much supervision over in- 
surance. The present supervision by 
insurance commissioners is wholly ade- 
quate to protect policyholders and fur- 
ther supervision would tend to place life 
insurance in politics, which would be 
bad for the institution, he declared. 

H. E. VandeWalker, state manager, 
presided and introduced Mr. Adams and 
F. L. Barnes, agency vice-president, 
who spoke of results in the President’s 
Campaign, Sept. 1-Nov. 1, in which the 
VandeWalker state agency is leading. 
The seven production leaders of the 
state agency were placed at the table 
with President Adams at the luncheon. 




















Nollen Expresses Optimism 
at Wisconsin Conferences 


L. W. Spickard, Milwaukee manager 
Bankers Life of Des Moines, was host 
at a conference of the agency organiza- 
tion with President G. S. Nollen, and 
W. F. Winterble, director of agencies. 
Similar meetings were held in other dis- 
tricts of the state. 

Although life insurance is _ usually 
slow to reflect an upturn in business, 





it has shown increases in the last 30 
days, Mr. Nollen stated. He believes 
the present business gains are not based 
on the war, which may have entered 
into the picture somewhat. but was due 
to enlargement of depleted inventories. 
With the feeling growing that the 
United States will not be involved in 
war, he expressed the belief that no war 
clauses will be necessary. 


Myer Agency Annual Roundup 


The annual meeting of the Harris- 
burg, Pa., agency of Mutual Life was 
held at Hershey, Pa., with manager 
Richard E. Myer presiding. Qualified 
representatives and their wives attended 
from 17 counties. The business meet- 
ing was conducted by Agency Organ- 
izer F. I. Neiderer and dealt mainly 
with the amendments to the social se- 
curity act. Talks on the subject were 
given by district managers, A. i 
Mazza, E. D. Myers, R. C. Mahoney 
and A. C. Hottenstein. A social secur- 
ity program interview was conducted by 
Paul Ejichelberger and W. Wan- 
baugh. 

At the luncheon gathering Mr. Myer 
introduced those agents who are striv- 
ing to qualify for the Mutual Life Na- 
tional Field Club meeting in Quebec 
May 23-24. 

The Harrisburg agency is at present 





the leader in Mutual Life on the basis 
of rating accomplishments. Paul 
Speicher of the Research & Review 
gave the final talk. 


Regional Rally at Jacksonville 


Cecil Woods, president Volunteer 
State Life; Dr. J. B. Steel, vice-presi- 
dent and medical director, and T. F. 
Bourke, vice-president in charge of 
agencies, attended a regional sales con- 
ference in Jacksonville, Fla., for repre- 
sentatives from Florida, Georgia and 
South Carolina. 

President Woods also presided at a 
regional conference at San Antonio, 
Tex. 


Jaeger, Lewis in Portland 


PORTLAND, ORE.—W. W. Jaeger, 
vice-president Bankers Life of Des 
Moines, and M. E. Lewis, superintend- 
ent of agencies, attended an all-day con- 
ference here with J. H. Rowe, agency 
manager in this territory, as chairman. 


Bankers Life Men in Minneapolis 

G. S. Nollen, president, and W. F. 
Winterble, director of agencies of the 
Bankers Life of Iowa, attended an all- 
day conference of the St. Paul, Minne- 
apolis and Mankato agencies in Minne- 
apolis. 
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John Hancock Men 
Rally at Chicago 


The 50th anniversary of the opening 
of the John Hancock Mutual’s weekly 
premium department in the central west 
at Chicago, Nov. 6, 1889, is being cele- 
brated in a special 50-day production 
campaign which will wind up at a ban- 
quet in Chicago Nov. 15. At least 750 
agents, managers, superintendents and 
assistants are expected to attend from 
the 54 district branch offices in the 
middle west. 

There also will be a large delegation 
from the home office, including Presi- 
dent Guy W. Cox, Paul F. Clark, vice- 
president, and J. W. Messenger, super- 
intendent of agents. President Cox will 
preside at a business session the next 
morning, Nov. 16, at which new facili- 
ties and production plans will be ex- 
plained by the home office men. 


Brennan Directing Effort 


Headquarters and sessions will be at 
the Stevens Hotel. W. Bassford, 
one of the five district managers in Chi- 
cago, is general chairman of arrange- 
ments. E. J. Brennan, regional dis- 
trict manager, Chicago, is directing the 
whole effort and will be toastmaster at 
the banquet. It is expected that in ad- 
dition to a very large volume of in- 
dustrial business about $25,000,000 of 
ordinary will be presented to President 
Cox at the banquet. 

John Hancock entered the mid-west 
territory with its industrial department 
when its first Chicago district office 
was opened in charge of the late “Com- 
modore” Jones. After a number of 
years he was succeeded by Alfred 
Green. In 1905 the Chicago territory 
was expanded, three districts being cre- 
ated in charge of Ed Warren, Charles 
Hogan and Timothy Toohey. Mr. 
Toohey died about two years ago. The 
fifth office was opened in 1919. John 
Hancock now has an organization in 


its 54 mid-western districts of some 1,- ; 


400 agents and 350 assistants. 


B. W. Bassford, Hancock 
Veteran in Chicago, to Retire 


Benjamin W. Bassford, manager of a 
south side Chicago branch of John Han- 
cock Mutual Life, is retiring Jan. 1 af- 
ter 40 years of service. He is one of 
the best known managers in the John 
Hancock organization. He is a leader 








in community affairs on the south side 
of Chicago. He started with John 
Hancock at Baltimore and has been a 
manager for 32 years. 


Honor Two Portland Managers 


PORTLAND, ORE. — Henry E. 
North of San Francisco, vice-president 
Metropolitan Life, presented diamond- 
set gold medals emblematic of 25 years 
in the company’s service to C. H. Twiss 
and I. E. Hervin, managers respectively 
of the Portland north and Portland 
south districts. 

Banquets held on succeeding nights 
in honor of the two men were attended 
by municipal and civic officials and in- 
surance executives from Portland, San 
Francisco and Seattle. 

The personnel of Mr. Twiss’ office 
presented its own gift of a fine hunting 
rifle with instructions to “bring home 
the deer as well as the bacon.” 


Eugene Shaffer Honored 


NEWARK—More than 100 friends 
and associates of Eugene Shaffer at- 
tended a dinner in Newark in hongr of 
his 25th anniversary with the P n- 
tial. He has been superintendent in 
Newark for many years, starting there 
as an agent in 1914. 


New Minneapolis Office 

John P. Lynch, St. Paul general 
agent, John Hancock Mutual, was the 
speaker at the opening of his company’s 
new industrial office in Minneapolis. A. 
B. Duellman is office head. 








Hyman Schrank, west side district 
manager in Cleveland for the Metropoli- 
tan Life, was honored at a dinner in 
commemoration of his 30th anniversary 
with the company. 


Midwest Offers Two Trips 


The Midwest Life of Nebraska is of- 
fering the choice of two trips at com- 
pany expense to the 20 agents who lead 
in production for the year’ ending Aug. 
17, 1940. One trip will be to Colorado 
and the other to the Ozarks. Agency 
Manager V. L. Thompson has drawn 
up qualification rules. 


Counsel Assn. Meets Dec. 12-13 


NEW YORK — The Association of 
Life Insurance Counsel will hold its an- 
nual meeting Dec. 12-13, at the Waldorf- 
Astoria hotel, New York. It is expected 
that the program will be released shortly 
after the middle of November. 
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Elliott Roosevelt 
Points Out Agent's 
Responsibility 


BOSTON — “Fundamentally, we all 
had rather serve others than ourselves 
but we are children when we come to 
your line of business, life insurance, and 
it is vour responsibility to give us the 
best buy possible,” Elliott Roosevelt, 
second son of the President, declared in 
a talk to the Boston Life Underwriters 
Association. He came from Fort Worth, 
Tex., specially as a favor to Paul C. San- 
born, general agent Connecticut Mutual 
Life in Boston, recently elected trustee 
of the National Association of Life Un- 
derwriters. 


Interested in Investments 


“The general attitude of the public to- 
ward the life insurance agents is that 
they are ‘pariahs of society,” Mr. 
Roosevelt said. “This is because the 
business has more than its share or 
quota of life insurance men, too many 
men who are unqualified. The public at- 
titude is wrong and may be overcome, 
however. 

“The day has passed when the public 
wants to be sold just something. The 
general public wants to know whether 
their dollars just go and sit i. a bank 
and become what is popularly termed 
today ‘frozen dollars’ or idle money, or 
whether they get back into industry and 
contribute to the welfare of the policy- 
holders themselves. 


Inform Public Thoroughly 


“It is the duty of the life men to in- 
form the public thoroughly how life in- 
surance funds contribute to the nation’s 
welfare by financing industry, in addi- 
tion to carrying out policy obligations.” 

For the most part Mr. Roosevelt de- 
voted his talk to a discussion of national 
and international affairs, reviewing much 
that he said at the St. Louis convention 
of the National association, stating he 
was neither a new dealer, or an anti-new 
dealer. 

At the close of the luncheon, “Yours 
Truly, Ed. Graham,” was shown. 





Record Attendance, 
Notable Speakers 


at Ontario Meet 


TORONTO—With a record attendance 
of 1,400 the Ontario Life Underwriters 
Association held its annual meeting 
here. At the luncheon the association 
chairman, J. S. P. Armstrong, Dominion 
of Canada General, on special leave ap- 
peared in his kilts as captain in the 48th 
Highlanders and said goodbye as he is 
sailing soon for active service overseas. 
During his absence C. E. Bissell, Can- 
ada Life, will be acting chairman. 


Traces Past Experience 


In dealing with the outlook for insur- 
ance in Canada during the war period, 

. A. H. Baker, assistant general man- 
ager and superintendent of agencies 
Great-West Life, traced the trends dur- 
ing the great war. Insurance in force 
increased from $758,000,000 at the end 
of 1913 to $1,108,000,000 at the end of 
1918, each year in between showing an 
increase. In 1913 business written was 
$131,000,000 and in 1918 this figure had 
reached $183,000,000. “I am not making 
any predictions regarding the present 
war period,” he stated, “but I think there 
are points in common which could be 
considered and give us a fair idea of 
what to expect.” 

New fields are opened up for agents 
by army allowances and people on relief 
obtaining employment due to higher 
tempo of business. Agents should keep 
in mind that their companies are behind 
them and head offices are governed by 
their responsibilities to policyholders, 
public and to agents. 


Must Have Objective 


In order to be successful in the life 
insurance business agents must first have 
an objective, Holgar J. Johnson, past 
president National Association of Life 
Underwriters, declared. 

In establishing a pre-determined goal, 
an agent must distribute the largest pos- 
sible volume of life insurance compatible 
with his ability. He should set a volume 
of business objective and then determine 





ILLINOIS ASSOCIATION TO MEET 








ROGER B. HULL 


At the annual sales congress and fall 
meeting of the Illinois Association of 
Life Underwriters in Peoria Friday and 
Saturday this week the National associa- 
tion will be ably represented by Roger 
B. Hull, managing director, and Wil- 
liam M. Duff, Equitable Society, Pitts- 
burgh, national trustee. Mr. Duff will 
discuss “Building a Career,” and Mr. 





WILLIAM M. DUFF 


Hull “What Are the People Saying?” 
A managers and general agents confer- 
ence, a school for local association offi- 
cers and the banquet will be held on 
Friday with the sales congress all day 
Saturday with five outstanding speakers. 
The Peoria association is noted for its 
aggressiveness and hospitality so a large 
attendance is expected. 





from past experiences the number of 
calls necessary to reach that objective. 
Time schedules should be mapped out 
and adhered to rigidly. Agents also 
should train themselves for future prog- 
ress, Mr. Johnson said. 

Life insurance is a true professional 
service to the public. To possess a 
knowledge of life insurance is one thing; 
to be possessed by life insurance is quite 
another, Paul Speicher, Research & Re- 
view Service, said. 


Public Relations Stressed 


The value of public relations was 
stressed by Roger B. Hull, managing di- 
rector National association. 

“In the fertile soil of economic depres- 
sion,’ he stated, “the mind of an in- 
formed buying public has become con- 
fused, if not aroused, by the ingenious 
implications of self-styled experts and 
the urgly antagonisms of self-serving 
critics. These critics of our institution 
are simply taking advantage of the pub- 
lic’s current attitude watered and nur- 
tured by political expediency. 

“I am not alarmed by the appearance 
of the ‘show me’ frame of mind on the 
part of the public. Nor am I apprehen- 
sive that it may lead to our undoing or 
even to our discomfiture in the life in- 
surance business. However, we should 
begin to expand and expound the credits 
on the life insurance ledger, with which 
we can so completely offset the debits 
which our current critics have been em- 
phasizing.” 

Isaac S. Kibrick, New York Life, 
Boston, said that by reading a Toronto 
daily paper, he had picked out at least 13 
good, ripe prospects for life insurance. 
To substantiate his claim, he cited one 





or two instances. The average agent is 


not aware of the fact that prospects are 
around him day and night. “An agent 
oe keep his eyes open at all times,” he 
said. 

In many cases agents defeat their own 
purpose by making life insurance sound 
complicated affair, when after all it is 
quite simple. “Simply sav: ‘Who is go- 
ing to look after your family when 
you're gone?’ I’ve found it works quite 
often.” 

A good agent never overlooks pros- 
pects for small policies, he said. “When 
one looks around at the misery caused in 
families where the husband has died and 
left no insurance no agent has to apolo- 
gize for writing small cases.” 


Boil Down “Million” Figures 


G. C. Cumming, general manager 
Monarch Life, denied that “there is too 
much insurance.” “We hear it said 
there is too much insurance, there is 
too much money going into insurance, 
there is too much frozen money locked 
up in insurance reserves, thus retarding 
business and rational progress,” he 
said. 

To get a true picture of the situa- 
tion, Mr. Cumming urged agents not to 
think in terms of millions and billions 
but to boil down these figures to a per 
capita basis. By so doing, he said, the 
agent can be convinced that policyhold- 
ers have not enough insurance. 

Although there is $6,630,000,000 in- 
surance in force in the Dominion, it 
represents only. $600 per capita. As 
there are 3,500,000 policyholders, the 
average policyholder has about $1,800 
insurance. This means that in the event 
of death, the average Canadian owning 
insurance would leave dependents. a 
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clean-up fund of $500 and $100 a month 
for less than 14 months. 


Big Crowd Is Expected at 
Cleveland Sales Congress 


CLEVELAND—The Northeast Ohio 
Life Insurance Sales Congress on Oct. 
28, sponsored by the Cleveland Life Un- 
derwriters Association, bids fair to 
eclipse all previous records. From all 
indications a crowd of 1,000 will be on 
hand. 

Three features are scheduled for both 
morning and afternoon sessions in Ho- 
tel Statler. Morning speakers are: 
Paul C. Sanborn,’ Boston general agent 
Connecticut Mutual Life, “Business In- 
surance”; A. R. Jaqua, associate edi- 
tor Diamond Life Bulletins, “The Gol- 
den Decade,” and Dewey R. Mason, 
Syracuse, N. Y., general agent Aetna 
Life, “Let’s Decide.” On the afternoon 
program will be Manuel Camps, §t., 
New York, general agent John Hancock 
Mutual Life, “Prospecting,” and Charles 
J. Zimmerman, president National As- 
sociation of Life Underwriters, “The 
Job of Selling.” The film, “Yours 
Truly, Ed Graham,” will be shown. 





Selfish Interests Imperil Insurance 


BATTLE CREEK, MICH.—Com- 
missioner Emery of Michigan in speak- 
ing before the Battle Creek Life Un- 
derwriters Association, emphasized the 
peril to. the institution of insurance 
from certaif selfish interests. “There is 
a force which is persistently attacking 
insurance, growing out of the eagerness 
of certain itidividuals to control this 
vast wealth, without regard for the 
safety of policyholders but with much 
regard for the advantages which they 
would derive personally.” He said 
many attempts are being made _ to 
break down the agency system which 
has served so well and is the only 
means by which personal service can 
be rendered.” ' 

The commissioner lamented the in- 
surance department’s small appropria- 
tion of a little more than $75,000 for 
operating expenses. His idea of super- 
vision is to make the department a “big 
brother” rather than a “policeman” of 
the business, seeking to bring all ele- 
ments into harmonious functioning for 
the good of the policyholders. 


Plan Public Education 


BUFFALO—Directors of the Buf- 
falo Life Underwriters Association and 
Buffalo Life Managers Association held 
a joint meeting to discuss a program 
designed to create a better understand- 
ing of life insurance on the part of the 
public. It was decided to invite the 
program chairmen of from 40 to 50 lo- 
cal organizations to attend a meeting 
within the next few weeks at which 
several short talks will be presented by 
life insurance men to give these pro- 
gram chairmen a sample of what the 
life insurance associations can offer in 
the way of speakers. 








Minnesota—Directors met in St. Paul 
to map plans for fall and winter activi- 
ties. Regional meetings are planned to 
precede the mid-winter sales conference 
in the Twin Cities in February. Three 
or four life insurance men of national 
reputation will appear as speakers at 
the February conference. 

Des Moines— A. R. Jaqua, associate 
editor “Diamond Life Bulletins,” Cincin- 
nati, spoke on “Importance of Offensive 
in Selling Life Insurance.” 

Greenville, 8. C.—The highlight of the 
local campaign in connection with the 
“annual message” was an address by 
Bert C. Nelson, Northwestern Mutual, 
Milwaukee. 

Montreal—War means there is going 
to be more life insurance sold because 
people are now aware of the “fundamen- 
tal things in life,” Isaac S. Kibrick, New 
York Life, Boston, declared. War, he 
held, sharpens the perception of the 
tragedy and horror abroad and makes 
people more conscious of the need for 
security in their own lives. 

The secret of success for the life in- 
surance salesman, he said, is the ability 
to see life on more than one level or 





Plane. This broad point of view ob- 
tained through being able to think in 
the terms of the executive and the 
worker alike, enables the underwriter to 
create insurance where there was none 
before. 

Springfield, Mass.—At the first regular 
meeting of the cashiers’ division a con- 
stitution embodying the aims and prac- 
tices was ratified. Officers elected are: 
Lionel Moses, Connecticut Mutual, presi- 
dent; W. J. McManus, Equitable Society, 
vice-president; Mrs. Evelyn Robertson, 
New England Mutual, secretary-treas- 
urer. These officers with C. P. Larsen, 
Aetna Life, and D. N. Ellis, Massachu- 
setts Mutual, form the executive commit- 


tee. At the meeting 17 cashiers were 
present. 
Stillwater, Okla.—A new association 


has been organized here with Roy A. 
Horton, New York Life, as president; 
Claude A. Bradshaw, Mutual Life of New 
York, vice-president; Howard L. George, 
Northwestern Mutual, secretary - treas- 
urer. The former charter meeting has 
been set for Nov. 15. A. B. Irwin, gen- 
eral agent Northwestern Mutual, and J. 
Hawley Wilson, general agent Massa- 
chusetts Mutual Life, Oklahoma City, 
attended the organization meeting. 


St. Louis—Leo Durocher, manager of 
the Brooklyn Dodgers of the National 
League, addressed the young men’s divi- 
sion. 


Birmingham, Ala.—At a meeting with 
more than 100 in attendance, Bert Nelson, 
Northwestern Mutual, Milwaukee, said 
success in life insurance, as in any other 
endeavor, comes only as a result of hard 
work. He declared that a_ sense of 
humor and personality are essentials to 
success in life insurance. 

Capt. E. E. Dent, chairman of the mem- 
bership committee, announced the sign- 
ing of 37 new members. 


Newcastle, Pa.—Eric G. Johnson, asso- 
ciate general agent Penn Mutual in 
Pittsburgh and president of the Pitts- 
burgh association, spoke on “Let’s Get 
Excited.” 

He urged renewed enthusiasm on asso- 
ciation activity, and on the value of the 
product life underwriters sell, and called 
attention to the work of the National 
association in educating the public on 
the advantages of life insurance. 


Davenport, Ia.—Karl E. Madden, Penn 
Mutual, who was elected a National as- 
sociation trustee at the St. Louis meet- 
ing, and S. W. Sanford, gave reports on 
that meeting. 


Springfield, Ill—Frederick A. Schnell, 
Peoria general agent Penn Mutual and 
president Peoria association, was. the 
principal speaker at the monthly dinner 
meeting here. 


Akron, 0.—J. I. Thompson, American 
United Life, has resigned as secretary- 
treasurer and Ralph McKinney, Union 
Central, was elected to fill the unexpired 
term ending in June, 1940. 


Baltimore—At the largest monthly 
meeting ever held, with 297 in attend- 
ance, R. U. Darby, national executive 
committeeman, reported on the St. Louis 
convention and the Million Dollar Round 
Table. The film “Yours Truly, Ed Gra- 
ham,” was shown. 


Columbus, 0.—A class in the principles 
and psychology of salesmanship is being 
organized at Ohio State University, with 
the support of the Columbus association, 
which will provide instructors on “Pro- 
gramming.” Prof. H. H. Maynard and 
Prof. Nolen of the university will direct 
the classes. The course will prepare for 
the C. L. U. examination in June. 


Lincoln, Neb.—A. R. Jaqua of Cincin- 
nati, editor of “Diamond Life Bulletins.” 
guest speaker, told his listeners that 
within the next 10 years the present 
trend of fewer and betters agents would 
become more pronounced and that the 
value of the qualified agent as a con- 
tributor to the financial stability of the 
companies will become more evident. No 
life companies failed during the depres- 
sion for the reason that they had quali- 
fied agents in the field producing busi- 
ness and making collections of premiums 
that kept revenues above expenditures. 
He said that agents of this type are re- 
sponsible for 110 of the 120 billions of in- 
surance now in force. Commenting on 
the experiences of the state funds in 
Wisconsin and Massachusetts, Mr. Jaqua 
said that it is evident that if agency 
forces were withdrawn from the field, 
the first few years there would be a 
slight increase in surplus, but that there- 
after the cost to the policyholder would 
rapidly increase. 








AS SEEN FROM CHICAGO 





LYTER IS TO ADDRESS COURSE 


F. O. Lyter, assistant superintendent 
of agencies Connecticut Mutual Life, 
will be the guest speaker at the semi- 
nar lecture series for brokers sponsored 
by the C. J. Zimmerman agency to start 
Oct. 30. He will talk on the social 
security act, and will tell when it may 
be used and when it should not be used 
as an aid in selling life insurance. 


SUPERVISORS ELECT NOV. 9 


The Life Supervisors Club of Chi- 
cago will elect its 1940 officers at its 
luncheon meeting Nov. 9 at the Central 
Y.M.C.A. Harry Walter, Stumes & 
Loeb, Penn Mutual agency, is chair- 
man of the nominating committee. 
Other members are D. K. Alford, A. 
Van Goldman _ Prudential ordinary 
agency, Harold Baird, Reliance, and E. 
C. Hintzpeter, Mutual of New York. 

The club’s annual general agents and 
managers party will be held early in 
December, according to President E. S. 
Grandson, H. A. Zischke agency Union 
Central. 


FULLER AGENCY HAS “SALE” 


The W. S. Fuller Prudential ordinary 
agency, Chicago, is now in the midst of 
its “Managers Thanksgiving sale.” Tur- 
key with all the trimmings is offered to 
all agents who produce well between 
now and Nov. 20. For every $1,000 of 
written and examined applications 10 
points is awarded. Until an agent gets 
a total of 210 points he is not eligible 
to “purchase a turkey.” A total of 250 
points gets a turkey with all the trim- 
mings. 

“Trimmings” may be purchased on 
the following basis: Basket, 10 points; 
head lettuce, 10 points; canned peas, 10 
points; bunch of celery, 10 points; quart 
of cranberries, 10 points, three pounds 
of potatoes, 10 points; one pound of 
cheese, 10 points; head of cauliflower, 
20 points; one pound of mixed nuts, 20 








points; mince meat or pumpkin, 29 
points; one dozen oranges, 30 points; 
fruit cake, 50 points. 

To equalize the contest Manager Fyl- 
ler has selected five numbers which 
carry awards of 25, 50, 75, 100 and 195 
points. Each time an agent turns in an 
application he is allowed to select a 
number between 1 and 40 which he 
thinks will be one of the five lucky num- 
bers. At the close of the contest the 
winning numbers will be revealed. 


ORGANIZE COMMUNITY FUND DRIVE 


Wade Fetzer, Jr., vice-president of W. 
A. Alexander & Co., as chairman of the 
insurance division for the Chicago Com- 
munity Fund Drive, has appointed the 
following sub-chairmen: Life, Charles 
Ford, Prudential; fire, Earl B. Vick- 
ery, America Fore; casualty, E. Irvin 
Fiery, Royal Indemnity; general, W. W. 
Hamiltion, Chicago Board; and mutuals, 
CC. A. Mills, Lumbermens Mutual Cas- 
ualty. The quota for the insurance di- 
vision has been set at $85,000, compared 
to the quota last year of $77,000. 





' GANIER HEADS CLAIM GROUP 


R. P. Ganier, New York Life, has 
been elected president Chicago Claim 
Association. He succeeds Thomas 
Kingston, Connecticut General, who re- 
signed this summer following his en- 
trance into personal production. 

Vice-president is T. J. O’Neil, Pacific 
Mutual; secretary, Robert Scheibach, 
Federal Life, and treasurer, George 
Hitchcock, Equitable Society, succeed- 
ing Mr. Ganier. 

The association will meet Nov. 15 at 
the Sportsman’s Club in the London 
Guarantee building, Wacker Drive and 
Michigan avenue. This will be the per- 
manent meeting place for the 1939-40 
season. Mr. Ganier announces the time 
for the meeting has been moved up to 6 
o'clock instead of 6:30 as heretofore. 








VIEWED FROM NEW YORK 





By R. B. MITCHELL 


INSURANCE INSTITUTE ELECTS 


At the annual meeting of the Insur- 
ance Institute of America in New York, 
L. E. Falls, vice-president American 
Fire of Newark, was reelected presi- 
dent. John S. Thompson, vice-presi- 
dent Mutual Benefit Life, was made a 
vice-president. Dr. Frank Kingdon, 
president Newark, N. J., University, 
was the guest speaker at the luncheon. 
He discussed education for business and 
stressed the fact that insurance has the 
confidence of the people. There are 
enormous social implications in the in- 
surance business today, he said. The 
executives of tomorrow must be edu- 
cated in expert management, and have a 
greater understanding of social de- 
mands. 

Superintendent L. H. Pink of the 
New York department brought the offi- 
cial greetings of his division. E. R. 
Hardy, secretary, in his report stated 
that two records were broken during 
the year, one in the number of students 
registered for examination, which 4,169, 
and the other in number of graduates, 
which exceeded last year’s total by 146. 

John F. Winn, Metropolitan Life 
New York City, was awarded the insti- 
tute’s life insurance prize. 


N. Y. CITY SEPTEMBER SALES 


Sales of ordinary life insurance in 
New York City for September, as esti- 
mated by the Life Insurance Sales Re- 
search Bureau and released by the New 
York City Life Underwriters Associa- 
tion amounted to $37,492,000 as against 
$38,267,000 for September 1938. The 
September figure includes actual pro- 
duction of companies reporting to the 
bureau and estimated production of 
those not reporting. The September, 














1938, figure has also been adjusted to 
conform with the present basis on which 
figures are computed. 


ROSEN HEADS DRIVE 


Lester A. Rosen, Knight agency 
Union Central, in New York City, has 
been appointed chairman of the life in- 
surance division of the New York and 
Brooklyn Federations of Jewish Chari- 
ties and will head the division's drive 
which is made annually on behalf of the 
116 affiliated health and welfare institu- 
tions. 


MRS. LICHT’S ANNIVERSARY 

Mrs. Leanora Licht, associate general 
agent Ford agency, Equitable Society, 
New York City, will celebrate her- 30th 
anniversary with the company at @ 
luncheon at the Hotel Pennsylvania 
Nov. 1. Mrs. Licht, who had _ been 
secretary to Mr. Ford for the previous 
decade, took over the main responsi- 
bility of management in 1923 when Mr. 
Ford withdrew from active control. 
From 1930 on she has been acting gen- 
eral agent. 


Confer on Ohio License Fees 


COLUMBUS, O.—A conference of 
company representatives and Superin- 
tendent Lloyd of Ohio was-held to dis- 
cuss possible changes in the methods of 
collecting agents’ license fees. American 
Life Convention and several other or- 
ganizations were represented. 


Salt Lake Agency 35% Ahead 


The Salt Lake City agency of the 
Mutual Life of New York under C. E. 
Bechtel reports an increase in paid-for 
business for the third quarter of 35 pet- 
cent over the same period of 1938. 
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Zimmerman Urges Plan for 
Leveling Off Agents’ Incomes 


C. J. Zimmerman, Chicago general 
agent Connecticut Mutual and president 
National Association of Life Underwrit- 
ers, addressed the Hugh C. White 
agency in Detroit at a breakfast meet- 
ing, advocating the establishment of 
some system for leveling off agents’ in- 
comes. He stressed the need for such 
a measure as an aid to maintaining pro- 
ducers’ morale and getting desirable 
men into the business. He also dis- 
cussed the activities of the National as- 
sociation and complimented the White 
agency on its showing since the first of 
the year. Among the guests were G. E. 
Lackey, general agent Massachusetts 
Mutual and past National president; A. 
A. Heald, manager Bankers Life, and E. 
J. Dore, Mutual Benefit. 





Three Principals Hold Degrees 


The three principals in the Landes, 
Seever & Thornton agency of Tulsa all 
possess the C.L.U. designation. The 
agency represents Connecticut Mutual 
Life and brokers considerable life insur- 
ance business. The agency also serves 
as Oklahoma general agent for Employ- 
ers Liability and is local agent for a 
number of fire insurance companies. 
The principals are G. M. Landes, R. E. 
Seever and E. W. Thornton. 





Unique Training Course Held 


The Fargo, N. D., agency of the Mu- 
tual Life of New York has_ experi- 
mented with a unique method of train- 
ing new agents during the past sum- 
mer, according to H. F. Hansen, man- 
ager. 

Each Monday evening members of 
the city agency, accompanied by the 





senior members of the cashier’s depart- 
ment and district managers within a 


radius of 50 miles, have met at Mr. 
Hansen’s summer cabin on Lake 
Melissa. 


A training course was reviewed and 
discussed by the class method as well 
as a textbook on personal efficiency 
and self-improvement. Almost 100 per- 
cent attendance, high enthusiasm and a 
substantial increase in business warrant 
a continuance of the plan next year. 





Celebrate Bitzer’s First Year 


The Harrisburg. Pa., agency of the 
Massachusetts Mutual Life celebrated 
Charles L. Bitzer’s ‘first anniversary as 
general agent with a fall rally. Vice- 
president Chester O. Fischer was the 
guest of honor and spoke. R. L. Altick, 
Wilkes-Barre, general agent, spoke on 
“Conservation of Business.” 





The Hays & Bradstreet general 
agency of New England Mutual Life in 
Los Angeles placed second in its com- 
pany for paid-for life business in Sep- 
tember and moved into third place for 
the year to date. G. Nolan Bearden of 
that office contributed much to the suc- 
cessful month, as he was in fourth place 
among all agents for September. 

The R. C. Rodruck agency of Ohio 
National Life at Seattle has exceeded 
its quota for the first three quarters of 
the year by more than $25,000 of paid 
business. 


The Arthur P. Shugg agency of Aetna 
Life at St. Louis reports an increase of 
28 percent for the first nine months of 
1939 as compared to the same period of 
1938. Every month but one during this 
year has been a “plus” month, and all 
but five agents show increases. 





Sales-making facts and figures are 
given in the Little Gem Life Chart. 
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ENTRANCE TO HOME OFFICE 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


A Legal Reserve Mutual Company 
Organized in 1905 


Over $109,500,000 of Insurance in Force 
Splendid Agency Opportunities in Indiana, Illinois, Ohio, 





EDWARD B. RAUB 


President 





Iowa, Michigan, Minnesota, Texas and California 


A. H. KAHLER 
2nd Vice-Pres. & Supt. of Agencies 














San Diego General Agent 
Has Impressive Function 


Members of the Lara P. Good agency 
of Prudential at San Diego gathered for 
a good fellowship luncheon on the 64th 
anniversary of the company. It hap- 





LARA P. GOOD 


pened that on that same day was the 
16th anniversary of Mr. Good’s service 
with Prudential and was the sixth ex- 
pansion of office space of the agency. 
Sayre MacLeod, Jr., supervisor of west- 
ern agencies, represented the head of- 
fice. Luncheon was served to some 300 
guests, including agents of other com- 
panies, policyholders and friends of the 
agency. 





Colo. Commissioner Case Dismissed 


DENVER—A suit filed in federal 
court by a New Mexico corporation, said 
to have been sponsored indirectly by 
Summers West of Pueblo, Governor 
Carr’s appointee as insurance commis- 
sioner, asking that the salary of Com- 
missioner Kavanaugh be withheld, has 
been finally dismissed, as a result of the 
plaintiff's failure to take any further 
action within the 15 days granted by the 
court. 


Scully Is Portland Speaker 


PORTLAND, ORE.—Life insurance 
was pictured as a “fire insurance pol- 
icy on human buildings” by Frank J. 
Scully, vice-president Phil Grossmayer 
Company, in an address before the Port- 
land Insurance Exchange. 





Dwight E. Keider, director of agen- 
cies of the Guarantee Mutual Life, 
western division, has been spending a 
few days in San Francisco on an agency 
trip. 





Indiana Report Made 


The nineteenth annual report of the 
Indiana department of insurance, for the 
year ending June 30, has been released. 
Fees and taxes collected totaled $2,176,- 
124, of which fire companies paid $304,- 
504 in taxes and$58,893 in fees; life com- 
panies, $1,273,225 and $14,458, taxes and 
fees respectively; miscellaneous compa- 
nies $355,052 and $38,733. Assessment 
companies paid $2,937 fees. The fire 
marshal tax collected from fire compa- 
nies was $92,725. The department spent 
$65,077 of the $70,519 appropriated for 
its use. The workmen’s compensation 
division spent $11,655 of an appropria- 
tion of $14,656. Deposits with the in- 
surance department by companies to- 
taled $198,032,427. Seven hundred forty- 
five companies were licensed during the 
year, six withdrew, leaving net 739 li- 
censed June 30, 
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PCIS + EIPM = QBSAF 


A PERFECT CIRCLE of 
INSURANCE SERVICES 
plus EFFICIENT INTER- 
ESTED, PROGRESSIVE 
MANAGEMENT leads to 
QUALITY BUSINESS and a 
SATISFIED AGENCY 
FORCE. 


This is the equation that 
California- Western States 
Life has used in reaching 
its present dominant posi- 
tion among life insurance 
companies in the West. 


Its Perfect Circle of Insur- 
ance Services includes 
everything needed for com- 
plete personal protection. 


Life Insurance in all its 
forms, Annuities, Invest- 
ment Bonds, Juvenile, Acci- 
dent and Health, Medical 
Reimbursement, Hospital- 
ization, Disability Income, 
Group Life and Accident 
and Health, Salary Allot- 
ment, and Triple Indemnity. 


Its mangement strives to 
be “ahead of the field” in 
lending every assistance 
possible to Agents with 
new, tested, streamlined 
selling tools, outstanding 
training courses, close su- 
pervision and friendly, 
human understanding of 
the Agent's problems and 
needs. 


These factors, coupled 
with a rapidly expanding 
organization built on a 
foundation of more than 25 
years of service in the 
West, offer unlimited op- 
portunities for the personal 
producer and for the man 
pointing toward agency 
building and supervision. 

For 
write: 


more information 


Agency Department 


California 
WeStern 
StHtes 
LiFe” 


InsurauckE Company 


HOME OFFICE SACRAMENTO 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underuriter. 








ALABAMA CALIFORNIA (Cont.) FLORIDA GEORGIA (Cont.) 
Established 1881 
ENGEL O0.W.Cotton tenets Sesame — 
REALTY COMPANY oy _ beats 
Realtors & Insurors aSAN SIEGC, CALIFORNIA” — 
MANAGEMENT SALES Property Management MAL HAUGHTON m.| | PROPERTY MANAGEMENT 
LEASES APPRAISALS sae — eas COMPANY SHARP-BOYLSTON COMPANY 
GENERAL INSURANCE Realtors 


BIRMINGHAM, ALABAMA 


Property Management Equitable Life Assurance Society 


108 West Bay St. Jacksonville, Florida 


39-41 Forsyth Set., N.W., Atlante, Ga 























—— Management 
Fai 
INSURANCE 


Rey, ° 
r 
ses EGIBLIN N:: “as 


6 ST. JOSEPH ST. ease ALA. 











ARIZONA 





Real Estate—Property Management 
Insurance—Complete Rental Service 


FRANK H. FINNICAL 
239 North Central Ave. 


Statewide Service 


PHOENIX, ARIZONA 








Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 

: APPRAISALS 
243 Kearney Street 


SAN FRANCISCO 
PORTLAND, SAN FRANCISCO, SEATTLE 











COLORADO 











ARKANSAS 


Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 














READ -STEVENSON & DICK 


INC. 


Property Management 
Sales—Leasing 
Mortgage Loans 


A. C. Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 





CONNECTICUT 











CALIFORNIA 


BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 











Property Management 
SALES—INSURANCE 


Loans—Rentals 
Member Mortgage Bankers Association 


CARL F. BURRELL 


HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 
M.A.I. APPRAISALS 

















WILLIAM H. GOLD CO. 
Security Building, 
Miami, Florida 
& 


MORTGAGE LOANS 
REALTOR 
PROPERTY MANAGEMENT 


ALB, 
REN 
BUYING-SELLING 

NS 


IG & SON 
ReabtoRS 


INSURANCE = 
37 BULL STREET SAVANNAH, GEORGIA 


PROPERTY MANAGEMENT 




















Property Management 
General Brokerage 


Appraisals 
Loans 


McNUTT-HEASLEY 
REALTORS 
ORLANDO, FLORIDA 


ILLINOIS 











Tampa's Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 


Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 


SALES AND ae 


ROPERTY MANAGEME 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANC 


Chicag Estate Beard 
National 1 y 7 Real Estate Beards 
Chieage Board of Underwriters 


Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 


Ralph W. Applegate and Co. 














COASTAL REALTY SERVICE, INC. 
Fermerly known es Wegg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 





HARRINGTON 


INDUSTRIAL - COMMERCIAL 


MANAGEMENT SALES 
APPRAISALS RESEARCH 
— CHICAGO — 














HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 


Leasing 


JOHN P. HOOKER, M. I. A. 
Complete Service Metropolitan Area 


























Security Title Insurance Bldg. 327 Trumbull St. Chidede, Mituels 
LOS ANGELES, CALIF. 
GEORGIA 
F. D. COURNEEN sce ADAIR REALTY AND | | PAUL STEINBRECHER 
M. A. I. Hutchinson & Hutchinson LOAN COMPANY AND COMPANY 
PROPERTY MANAGEMENT ——— Pare os Suistilie tu the 
All Classes ppraisais an 
eine wna oan “Phan OF cBICACD 
Press nna nha . er Real Estate Renting REAL ESTATE 
overing Metropolitan Oakland Area I E. ° ‘ 
415 Financial Center Bldg. Ameriom nstitute a state Insurance Chain Store Leasing Ci, Die 
Oakland, Calif. 195 Ne Main St. Healey Bldg. Atlanta, Ga. CHICAGO, ILL. 
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ILLINOIS (Cont.) 





BSWAN-LoRI LORISH) 


* debe etre 





Expert Property Management 
Sales—Loans—A ppraisals 
Property Surveys 


Chicago 





INDIANA 





PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


W. A. BRENNAN, INC. 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 








Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 





KENTUCKY 





| PROPERTY MANAGEMENT 


Appraisals 
Sales Leases 


GOODMAN ano HAMBELETON 


INC. 


6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 


LCUISVILLE, KY. 





LOUISIANA 





Real Estate 
LEO FELLMAN & CO. 


Established 1903 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 











MICHIGAN 


MICHIGAN (Cont.) 


NEW JERSEY 


OHIO (Cont.) 





H. G. WOODRUFF, INC. 


MORTGAGE LOANS 
Real Estate Management 


Appraisals 
We Cover the City 
Union Guardian Bldg. 








SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 
Ifanagement Appraisals 


Property Management 
Appraisals 
Sales 
Mortgage Loans 


The Wm. J. Van Aken 
Organization 











Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 


Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Compony Service 


209 South Fourth St. 








DETROIT, MICH. Member—Institute of Management 1715 Euclid Ave. Cleveland, Ohio 
MINNESOTA NEW MEXICO REAL ESTATE 
Statewide Realtor Service shy on gl ed 
THORPE BROS., Inc. Insurance Sales 
REALTORS SAVAGE and SGANZINI F.H.A. Approved Mtgee. 
Property Management CONSULT 


Wm. P. Zinn & Co. 


oe since 1906 
1 Ex 


37 North Third St. Columbus, Ohio 














M. R. WATERS & SONS, INC. 
BAKER BLDG. 
Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 


MINNEAPOLIS, MINN. 











DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 




















MISSISSIPPI 








Mississippi’s Largest Realtor 


W. P. BRIDGES 


PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Miss. 











Property Management 

Appraisals 

Leasing—Selling 

Mortgage Loans 

Complete Real Estate Service 
Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 














MISSOURI 


Raymond T. Cragin? & Co. 
Raymond T. Cragin, 
PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 











L. A. EWALD, INC. 


Property Management 
Appraisals, Leases, General 
Real Estate, Industrial Property 
Investment Counsel 


2536 Union Guardian Bldg. 
DETROIT, MICHIGAN 


A Complete Real Estate Service 


HERBERT V. JONES 
AND COMPANY 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 
LOANS 
300 BRYANT BLDG., KANSAS CITY, MO. 


THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 


Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Cleveland, Ohio 











Albuquerque, New Mexico OKLAHOMA 
NEW YORK PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 
CYA || 
nor ew ee ae ere a pacer anal EALTY MORTGAGE! 
A MPA 
Y 2, SALES COMPANY 
Herald ne FN se Street Perrine Building, Oklahoma City 
Management Appraisals 
er mee DARNELL-ZUENDT CO 
OHIO Realtors and Insurors 
REAL ESTATE 
HOWARD R. BURGESS AND CO. MANAGEMENT 
Member M. A. I. SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 
Beacon Bldg., Tulsa, Okla. 











OREGON 





Norris, Beggs & Simpson 
Coastwide Service 


Property Management 
Sales—Leases 
Appraisals 
2nd Floor Wilcox Bidg. 


PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 





PENNSYLVANIA 





COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. Pittsburgh, Pa. 








TENNESSEE 








S. C. HADLEY, Inc. 
REALTOR 


FIDELITY BUILDING 
Detroit, Michigan 
General Real Estate—Property Man- 


agement—Mortgage Services—Insur- 
ance Appraisals 


Servicing Entire Metropolitan Area 





Branch Offices Dearborn and Grosse Point 





Bank Just Past Its 80th Anniversary 
Real Estate Dept. in Its 40th Year 
Complete Real Estate Service 

Sales 





omtatsial acne 
Property Management 
Real Estate Dept. 


MERCANTILE COMMERCE 
BANK & TRUST CO. 
8th & Locust St. 

ST. LOUIS, MO. 





Steller-Carpenter-Stofer, Inc. 


Complete Real Estate Service 
City Wide 
Property Management 
Sales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 











Our Experience of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 


REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOCA, TENN. 
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TEXAS (Cont.) 











WASHINGTON (Cont.) 





MILLARD NAILL & CO. 
RE.ALTORS 
Property Management 
Industrial Specialists 
Leasing—Sales 
Appraisals 
Record of 37 Successful Years 
113 So. Court Ave. 


MEMPHIS, TENN. 











TEXAS 
R. H. GAMBLE COMPANY 


REALTORS 

Kirby Building 

Dallas, Texas 

e 

Specializing in 

Business Property—Industrials—Factory 
Sites—Leases—Loans ' 

Complete Property Management Service 











GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 





Complete 
REAL ESTATE SERVICE 


~ 


GEO. BEGGS = 
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Property Management 
Loans—Sales—A ppraisals 
1114 WEST 7TH ST. 
FORT WORTH 








HAROLD W. KELLER 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 


WEST & WHEELER 
REALTORS 


Property Management 


Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 


F. S. Barrett & Co. 


Realtors 


Established 1894 
PROPERTY MANAGEMENT 
SALES—LOANS 
Ziegler Bldg. 
Spokane, Wash. 














UTAH 





PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST CO. 


(Property Management Dept.) 
Salt Lake City, Utah 





WASHINGTON 





Property Management 


Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 





(Established 1906) 





Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 


SALES—LEASES © 
APPRAISALS 


REPUBLIC BLDG. 
SEATTLE, WASH. 





WISCONSIN 
ELDON B. RUSSELL 


and ASSOC. 
LOANS 
PROPERTY MANAGEMENT 
APPRAISALS 
RENTALS 
Experienced Insurance Activities 





Tenney Bldg. 
MADISON, WIS. 














PORTLAND, SAN FRANCISCO, SEATTLE 


Please Mention 
The National 
Underwriter 
When Writing to 
Advertisers 

















Institution’s Future 
in Agents’ Hands 


(CONTINUED FROM PAGE 1) 


Federal supervision, either substituted 
for or superimposed on state supervi- 
sion; (2) even more serious to life in- 
surance men and women, the question 
whether there is a place for the life un- 
derwriter and whether the present life 
insurance sales plan is to the best inter- 
ests of the public; (3) the indirect 
method of attack on ordinarw life insur- 
ance. 

“If supplementary or complete federal 
control of life insurance should be rec- 
ommended to Congress,’ Mr. Zimmer- 
man said, “our position should be unal- 
terably opposed to such a move. We 
could and will oppose it on very firm 
grounds. 


Gives Basis of Opposition 


“First, that there has been too much 
trend to centralization of power in the 
federal government. Second, that super- 
vision by the 48 states is preferable to 
supervision by one authority. If the su- 








pervision of one state should break 
down, the effect would be localized. Fin- 
ally, that government is best which is 
closest to the people it governs. State 
supervision is closest to the people it 
regulates. It knows the true conditions 
and is not removed 1,500 to 2,000 miles. 
It has been satisfactory and there is no 
demand by the people for the change.” 

He said the life insurance contract has 
been greatly improved in a compara- 
tively short span of years, due in the 
main to creative salesmanship. The old 
harsh restrictions have been taken out 
and all the clauses now are beneficial. 
Simultaneously, the cost of insurance 
has been brought down. 

“We have a story to tell of the place 
of the life insurance man in the eco- 
nomic growth of the country,” he said. 
“This has not yet fully been told. Our 
creative salesmanship has enabled the 
citizens to provide for their own social 
security. 

“Tt is these problems we are prepared 
to face. Take heed of the warning. Our 
policyholders are the most affected by 
any attack on the present method of do- 
ing business. We must carry the story 
to them. 

“The institution does not turn a deaf 
ear to criticism. We welcome construc- 





tive, friendly suggestions as to ways of 
improving our business and correcting 
methods and things that are wrong.” 

Vitally important in the efforts ahead 
to help the institution to stand on its feet 
in a time of great evil possibilities is the 
necessity for all agents to build up their 
prestige. Their services will be required 
just so long as they are worth while and 
constant effort is made to improve them, 
Mr. Zimmerman said. 

He touched on the agency practices 
code, saying he regretted it has not been 
followed through as well as might have 
been done. The fault, however, does not 
lie entirely with the companies, he said. 


Code Must Be Observed 


“We will not in future condone a vio- 
lation of this code,’ Mr. Zimmerman 
stated. Another point in the National 
association’s program is a study of the 
method of compensating agents. This, 
he said, already has been started. It 
seems desirable to level off the agent’s 
income, to reduce or eliminate the peaks, 
and to make it possible for the agent to 
provide his own social security. 

“The time has come for us to have the 
privilege of a contributory pension plan,” 
Mr. Zimmerman said. 

In the national drive for the defense 





Rounds Out 45 Years 
with the London Life 











E. E. REID 


E. E. Reid, vice-president and man- 
aging director, has completed 45 years 
with the London Life, London, Ont. 
He was appointed actuary in 1901 and 
assistant manager in 1903, when its 
business in force was but $8,000,000. 
Now it is over $620,000,000. In 1920 
he was named general manager. The 
company celebrated its 50th year in 
1925. 








of life insurance individual agents must 
have a plan of work. They must know 
where they are going. 


“We have no right to ask the prospect | 


to give us his time unless we have a 
worth while idea or service to offer 
him,” Mr. Zimmerman said. This is the 
first phase in the program of self-im- 
provement which all the salesmen must 
adopt, Mr. Zimmerman believes, if they 
are to have the privilege of remaining in 
the business. Second is effective pros- 
pecting. The problem is not how to 
prospect, he said, but to do something, 
to get down to brass tacks. He urged 
using one major prospecting method 
continuously, every day, and also to use 
one minor method which is suited to the 
individual. 


Other Phases Set Forth 


The third phase is that of selling, itself 
—the use of a planned, visual, logical 
sales talk. The fourth is the financial 
objective, and an additional objective 
over and above that, based less on indi- 
vidual selfishness and ambition. Finally 
he set as the fifth phase the giving ot 
sound, well informed advice to policy- 
holders and beneficiaries on distributing 
the proceeds of life insurance. 

More than 1,000 attended the break- 
fast, sponsored by the Chicago Associa- 
tion of Life Underwriters. _Distin- 
guished visitors included Col. C. B. Rob- 
bins, manager-general counsel American 
Life Convention; Rov L. Davis, assist- 
ant insurance director of Illinois; Ralph 
H. Kastner, associate counsel; F. E. 
Huston, secretary-actuary; M. E. Ben- 
son, attorney, and Miss Mildred Ham- 
mond, assistant secretary, all of the 
regs Dae: Oe 


Huge Attendance Is Recorded 


L. M. Buckley, Chicago association 
president, urged the assembly to rededt- 
cate themselves, not for a year, but for a 
lifetime to honest, intellivent, sincere 
service to those who need the service. 
W. H. Siegmund, membership chairman, 
announced the objective selected by Mr. 
Buckley of 1940 membership in 1940. ‘ 

J. C. Caperton, general agent - 
Mutual, general chairman in Chicago 1° 
the week, announced a full program, 
cluding broadcast time over 21 radio = 
tions. Committee chairmen for the we¢ 
were introduced. 
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Annual Message Week Is 
Enthusiastically Observed 





(CONTINUED FROM PAGE 1) 


The “Annual Message” was delivered 
by Mayor Rodgers of Dallas at an as- 
sociation breakfast Monday morning. 

Ricks Strong, John Hancock Life, 
chairman of the general committee, ob- 
tained the cooperation of Dallas busi- 
ness firms, which are calling attention 
to the Annual Message in all of their 
newspaper advertisements. 

A 15-minute radio transcription over 
a Dallas radio station throughout the 
week is calling attention to the fact that 
more than 1,600 people are employed in 
the life insurance business in Dallas and 
that their annual payroll amounts to 
more than $4,250,000. 

Closing the week’s activities, about 30 
members of the Dallas association have 
chartered a bus to take them to Long- 
view, where they will put on a program 
Oct. 28 with Ben Williams, Southwest- 
ern Life, as principal speaker. 





HIT FEDERAL TREND 


NASHVILLE—Speaking before 250 
life agents and executives at the Annual 





Message breakfast, Commissioner Mc- 
Cormack and E. B. Stevenson Jr., vice- 
president National Life & Accident, con- 
demned the proposed federal control of 
the insurance business and the federal 
investigation of insurance. The “insti- 
tution of insurance” was praised as “a 
‘bulwark of democracy.” 

The investigators, Mr. McCormack 
said, have attempted to create a feeling 
of distrust in regard to insurance com- 
panies, the American agency system and 
the states right principle of state super- 
vision. “Considering that President 
Roosevelt in his past life was directly 
connected with the system now being 
criticized by his subordinates,.it is not 
reasonable to believe that such insane 
legislation as federal control of insurance 
would ever be ‘attempted under his 
leadership.” 


Hearings Termed “Mock Trials” 


“The so-called hearings, which should 
be termed ‘mock trials’,” Commissioner 
McCormack declared, “are based on evi- 
dence submitted by people apparently 
ignorant of proper practices, and sound 
supervision in the business. Little of 
importance has develoned and nothing 
that has not been for many years in the 





process of correction through the Amer- 
ican system of state rights and state 
supervision.” 

Mr. Stevenson said that the “pattern 
of the federal investigation indicates that 
some believe that insurance could be 
better managed by the government and 
without agents, thus reducing the cost of 
marketing. Without marketing there 
would be no insurance business,” Mr. 
Stevenson declared. “I want the public 
to understand the part the agent plays 
and to understand that our service to 
the public is one that the people are 
unable to do without.” 

Declaring himself not to be critical of the 
government, Mr. Stevenson stated that 
any further extension of social security 
program would be an encroachment on 
the life insurance business. 


INDIANAPOLIS ACTIVE 


INDIANAPOLIS—Opening the An- 
nual Message observance in Indianap- 
olis, C. T. Davies of Wyomissing, Pa., 
million dollar policyholder, told the In- 
dianapolis Chamber of Commerce, the 
Indianapolis Association of Life Under- 
writers and guests that “life insurance 
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is really ambition insurance, which not 
only underwrites one’s ambitions, but, 
equally important, supplies the urge to 
keep going on the program toward suc- 
cess.” Mr. Davies also spoke last week 
before the Indianapolis association. 

Mayor Sullivan extended greetings. 
He had previously issued a proclama- 
tion. G. S. Olive, vice-president In- 
dianapolis Chamber of Commerce, lauded 
Indianapolis as one of the greatest in- 
surance centers. 

Members of the Association of Indiana 
Legal Reserve Life Companies were 
guests. Commissioner Newbauer rep- 
resented the insurance department. Eber 
M. Spence presided. 

Mr. Davies was also guest of honor 
at a breakfast given by the Indianapolis 
General Agents & Managers Asso- 
ciation. 

The Indianapolis C. L. U. chapter held 
a guest luncheon, with Edward A. 
Krueger, State Life, treasurer national 
chapter, speaking on “Soldiers of Life 
and Soldiers of Death!” Guy E. Mor- 
rison, chapter president, outlined the 
educational program. 

The Indianapolis General Agents & 
Managers Association observed the 
week at a dinner meeting, with Dr. 
Perry L. Rohrer, Chicago psychiatrist, 
speaking on “What Makes a Life Un- 
derwriter Successful with the Public?” 


CUMMINGS AT SAN ANTONIO 


SAN ANTONIO, TEX.—Annual 
Message Week was opened with a 
meeting attended by 150. B.A. Wieder- 
mann, Union Central, presided. O. D. 
Douglas, Lincoln National Life, intro- 
duced O. Sam Cummings, Kansas City 
Life, Dallas, past president National 
Association of Life Underwriters, who 
spoke on “Prestige and Progress.” 


ASHBROOK IS FARGO SPEAKER 


FARGO, N. D—A “kick-off” break- 
fast Monday launched the Annual Mes- 
sage week for the North Dakota Life 
Underwriters Association. Approxi- 
mately 40 heard Charles Ashbrook, vice- 
president North American Life, speak. 


MOWRER TALKS AT AKRON 


YOUNGSTOWN, O.—E. O. Mowrer, 
Akron, O., general agent Midland Mu- 
tual Life, discussed “Sales Opportunities 
in the New:Social Security Act” before 
200 members of the Youngstown Asso- 
ciation of Life Underwriters at an 
“Early Bird” breakfast ushering in the 
Annual Message week, 


DETROIT HAS 500 AT BREAKFAST 


DETROIT—More than 500 attended 
the breakfast and showing of the film 
“Yours Truly, Ed. Graham,” to launch 
the Annual Message week here. 


LEADERS SPEAK IN COLUMBUS 


COLUMBUS, O.—A breakfast Mon- 
day morning ushered in Annual Message 
week. Speakers were Robert S. Brown, 
editor Columbus “Citizen”; Judge C. P. 
McClelland; Walter Malloy, general 
trafic manager Bell Telephone Co.; C. 
H. Jones, state director of cémmerce, 
and Allen Gundersheimer, a merchant. 

Superintendent Lloyd spoke over the 
radio. 





KICK-OFF BREAKFAST HELD 


OKLAHOMA CITY — The Annual 
Message observance was heralded with 
a “kick-off” breakfast, with Carroll C. 
Day, general agent Pacific Mutual, as 
key speaker. Talks were given before 
various civic groups, including a speech 
by Homer Jamison, state manager 
Equitable Society, before the Kiwanis 
Club. 


BALTIMORE USES RADIO 


BALTIMORE —In conjunction with the 
Annual Message program, the Baltimore 
Life Underwriters Association arranged 
a series of broadcasts over the various 
Baltimore stations. Fifteen minute talks 
were given by Stanford Rothschild, pres- 
ident of Sun Life of America; James P. 
Graham, Jr., general agent Aetna Life; 
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W. J. Kenealy, manager Metropolitan 
Life; and Harry I. Warren, Provident 
Mutual Life. 


LUNCHEON IN ST. PAUL 

ST. PAUL—The usual breakfast 
“pep” meetings were omitted in the An- 
nual Message observance and activities 
were concentrated on a large luncheon 
Thursday noon. 

Dr. F. A. Replogle of Macalester Col- 
lege, St. Paul, gave the address at the 
luncheon. 


SEVENTY AT JOLIET BREAKFAST 


JOLIET, ILL. — Seventy attended 
the annual message breakfast here 
sponsored by the Joliet Life Underwrit- 
ers Association. A. G. Taylor, president, 
conducted a short business meeting, 
which was followed by a showing of the 
movie, “Yours Truly, Ed Graham.” 





Indianapolis Meeting 

At a luncheon meeting of the Indi- 
anapolis CLU E. A. Krueger, State 
Life, treasurer of the national chapter, 
talked on “Soldiers of Life and Soldiers 
of Death.” “The professional life un- 
derwriter,” he said, “is a valiant soldier 
fighting against the economic loss and 
destruction wrought by death. In other 
nations soldiers of death on land, on 
the sea and in the air, engage in titanic 
wars of destruction, at terriflc economic 
loss. Meanwhile, in our land, an army 
of life underwriters covers every com- 
munity and corner of our country with 
a protection of life insurance.” 





Mutual Benefit Has 
Deferred Annuity 
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pay as a death benefit a sum equal to 
the premiums paid with interest com- 
pounded annually at the rate of 3 per- 
cent per annum, or at such higher rate 
as may be determined annually by the 
directors. The contract will have a cash 
surrender value at any time prior to the 
retirement date. The cash surrender 
value will be equal to the premiums 
paid, with interest upon such premiums 
as shall become due and be paid after 
ten years. No interest will be allowed 
upon the premiums falling due during 
the first ten years, whether they be paid 
during that period or subsequently. 

“The contract provides that in lieu of 
an immediate annuity beginning at age 
65, the company will, at the request of 
the annuitant, issue either a cash refund 
annuity or a joint and survivorship an- 
nuity, the amounts of which are com- 
puted upon the same basis of interest 
and mortality as is the case with the 
immediate annuity. The contract can- 
not be assigned or pledged except with 
the written consent of the company. 


No Commissions Paid 


“The contract provides that if before 
attaining the age of 62 years the annui- 
tant shall cease to be a general agent or 
in the service of such a general agent, 
the company may terminate the contract 
by payment of the cash surrender value 
thereof. No commissions will be paid, 
either on the annuity contract as issued 
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or on one of the optional forms of an- 
nuity available at age 65. 

“The death benefit and (after the tenth 
year) cash surrender values are subject 
to the settlement options found in the 
company’s regular policies. While a re- 
tirement date is referred to in the con- 
tract, it will be understood that the an- 
nuity provided for therein will be pay- 
able regardless of whether the agent 
retires or continues in active service.” 

The rates for the agents’ annuity con- 
tract are: 


Annual Premium to Provide $10 Monthly, 
Beginning at Age 65 





Age at Age at 

tees Male Female cae Male Female 
20...$ 13.94 16.25 41...$ 37.55 $43.77 
21. 14.52 16.92 42... 39.83 46.44 
22. 15.12 17.63 43 42.33 49.35 
23. 15.76 18.37 44 45.07 52.55 
24. 16.43 19.16 45 48.10 56.08 
25. 17.14 19.99 46 51.46 60.00 
26. 17.89 20.86 47 55.20 64.36 
27 18.69 21.79 48 59.40 69.25 
28 19.53 22.77 49 64.13 74.76 
29 20.43 23.82 50 69.50 81.02 
30 21.38 24.92 51 75.65 88.20 
31 22.39 26.10 52 82.76 96.49 
32 23.47 27.36 53 91.08 106.18 
33 24.62 28.70 54 100.02 117.66 
34 25.85 30.14 55 112.75 131.45 
35 27.17 31.68 56 127.23 148.34 
36 28.58 38.33 57 145.36 169.47 
37 30.11 35.10 58 168.69 196.67 
38 31.75 37.02 59 199.83 232.97 
39 33.53 39.09 60 243.46 283.84 
40 35.45 41.33 

TNEC Hearings 


Are Resumed 
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sion, which is doing the investigating 
and presents its material to the TNEC 
has for some time had representatives 
interviewing life insurance men on this 
subject, not only in the home offices 
but in the field. In addition, of course, 
the SEC has access to company and 
association correspondence files. The 
original avowed purpose of the TNEC 
in including life insurance in its study 
of the national economy was to deter- 
mine the effect of the many billions of 
dollars of life insurance assets on the 
economic welfare of the country. How- 


‘every, as the SEC progressed with its 


investigation it became evident that the 
investigators were interested not merely 
in how the control of life insurance as- 
sets. affected the country’s well-being but 
on every conceivable angle of the life 
insurance business. It was indicated that 
there would be an _ investigation of 
agency practices, including the effect on 
insurance costs of agent turnover, lapse 
rates, cost of training new agents and 
other problems with which life insurance 
men have long been contending. 


QUIZ THE COMMISSIONERS 


WASHINGTON, D. C.—tThe first 
definite, genuine exploratory step to- 
ward the regulation and control of insur- 
ance by the federal government was 
taken this week. The SEC sent out a 
questionnaire asking insurance commis- 
sioners in each of the 48 states what 
they think of the adequacy of present in- 
surance laws and regulations on the part 
of the states. The SEC made a bid for 
“cooperation” of the state officials in at- 
tempting to decide how regulation and 
control might be improved. 

The SEC monopoly investigating 
committee has been gathering a volume 
of testimony in its hearings and through 
questionnaires sent to the life insurance 
companies. It has evidently been seek- 
ing to find weaknesses, flaws and abuses 
in the practices of life insurance. It has 
attempted to emphasize the interstate 
character of insurance. The main objec- 
tive seems to be to have some regulation 
over the giant life companies with their 
vast resources. 





Ohio Congress in Session 


The annual convention of the Ohio 
Fraternal Congress is being held this 
week at Akron. J. B. Yaw of Colum- 
bus, the president, is presiding and 
among the speakers is Carl Wey- 
gandt, chief justice of the Ohio supreme 
court. 
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Companies Not 
Getting Proper 
Medical Service 
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The organization of a corps of supe- 
rior examiners, appointed and retained 
outside of any pressure influence, costs 
money, involves selection, personal vis- 
its, cultivation of loyalty and continuous 
education in the special requirements of 
insurance medicine. 

Too frequently, he said, the companies 
send to examiners an appointment letter 
and an elementary and _ uninteresting 
booklet which they never read or 
promptly lose. 

Committees of the Medical Directors 
Association, he said, might well pre- 
pare brochures on examinations of heart 
and chest, urinalysis and other selection 
topics periodically, at least six times a 
year. Physicians are interested and eager 
for that sort of data. The medical di- 
rectors could appear on state and county 
and American Medical Association pro- 
grams with interesting papers on mor- 
tality studies, etc. 

More attention to the examiner prob- 
lem is the most essential need in the 
problem of ameliorating the present ex- 
cessive mortality from cardiovascular- 
renal disease which now costs the com- 
panies on ordinary business 50 cents out 
of every dollar paid in death claims. The 
early signs of cardiovascular disease are 
often vague and obscure, according to 
Dr. Cook. It requires a careful, com- 
petent and conscientious examiner to 
find and report them. There is a good 
deal of uncertainty in the medical pro- 
fession and with strong agency pressure 
it is easy for examiners to shade a blood 
pressure or omit mention of a soft mur- 
mur, an occasional pulse irregularity or 
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thickened arteries or a suspicious history 
of indigestion or discomfort on exertion. 

Dr. Cook cautioned against disregard- 

ing an old history of hypertension, mur- 
mur or irregularity or albuminuria and 
asts. 
’ “We must interpret more strictly and 
more in line with insurance experience 
and less in accord with certain clinical 
opinions the data past and present which 
suggests cardiovascular disease. Some 
of our costliest mistakes have been on 
large risks with insurance records of 
heart murmurs, cardiologists regard as 
‘functional’ or hypertensions which are 
‘cured’ by removal of a focus of infec- 
tion, by a rest cure, etc., and on cardio- 
vascular suspects where some pet func- 
tional tests of our own or some new 
diagnostic instruments, such as the x-ray 
or electro cardiograph is negative and 
is interpreted as having excluded or- 
ganic disease.” 

Hypertension is by far the most im- 
portant warning sign of cardiovascular 
disease that is obtained in an insurance 
examination. They come often many 
years in advance of any symptom or 
other sign. 

Dr. Cook said there is vast opportu- 
nity ahead for the medical directors, 
including statistical studies in collabora- 
tion with actuaries, adapting to special- 
ized needs new clinical advances and 
cooperation with the agents. 

Dr. Cook called attention to the fact 
that the year 1939 marks the 50th anni- 
versary of three major national organi- 
zations concerned with the underwriting 
of human lives—Actuarial Society of 
America, National Association of Life 
Underwriters, and Association of Life 
Insurance Medical Directors. He ex- 
pressed the conviction that the occasion 
signalized not merely the completion of 
50 years of accomplishment in the field 
of life underwriting by the three asso- 
ciations but that it begins a new half- 
century of closer understanding and 
mutually valuable cooperation. He paid 
particular tribute to the advancement of 
life insurance salesmanship, the young- 
est of the three professions, to profes- 
sional rank, “so that now we can work to- 
gether more effectively and more under- 
standingly towards our common under- 
writing ideals—not ever or in any sense 
divided or antagonistic.” 

Dr. Cook emphasized the community 
of interest between the field underwriter 
and the home office and said that the 
higher standards of selection which the 
agents used to think of as opposed to 
their interests and a handicap to their 
sales they now regard as a guide to 
success and increased profits. He said 
that the select risk, from a financial, 
moral, social, occupational and physical 
standpoint, is also the most profitable 
tisk from the sales viewpoint. One of 
the most important functions for the 
home office underwriter in the future, 
he said, will be to cooperate with and 
encourage the field underwriter to select 
his prospects and to underwrite his ap- 
plicants intelligently and with a thor- 
ough understanding of the selection 
factors involved. 


Other Groups Represented 


Representing the Actuarial Society 
and the National Association of Life 
Underwriters were their respective pres- 
\dents, Ray D. Murphy, vice-president 
and actuary Equitable Society, and C. J. 

immerman, general agent Connecticut 
Mutual Life, Chicago. 

Dr. George W. Crile of the Cleveland 
clinic, world famous neuro-surgeon, gave 
an encouraging outlook for prolonging 
~ lives of those suffering frem high 

ood pressure. Through an operation 
we he developed some time ago in- 
My ving the removal of the celiac gang- 
1on it is made possible. This is the 
pa center which touches off the glan- 
ma activities which result in high 
lige pressure. Without the celiac gang- 
mia Persons react less intensely to 
aan’ anxiety, and other emotional 
— associated with high blood pres- 
Fig encouraging angle of Dr. Crile’s 
gle his statement that out of the 
_ re such operations he has _per- 
= med there were no deaths. The op- 

ation is a complicated and delicate 








Members Elected 
to Home Office 


Underwriters Body 


DALLAS—John L. Briggs, assistant 
secretary Southland Life, as newly- 
elected president of the Institute of 
Home Office Underwriters, announces 
that the following companies have been 
voted membership: National Guardian 
Life, Madison, Wis.; United Life, Sa- 
lina, Kan.; Woodmen Central Life, 
Lincoln, Neb. In addition, these com- 
panies made application for membership 


subsequent to the annual meeting: 
Equitable Life, Washington, D. C.: 
Farmers & Bankers Life, Wichita, 


Kan.; Illinois Bankers Life, Monmouth, 
Ill.; Kansas City Life, and Pyramid 
Life, Topeka, Kan. 

Mr. Briggs also has named an edu- 
cational committee, composed of W. H. 
Harrison, Ohio National, chairman; 
Walter Menge, Lincoln National, and 
W. E. Jones, Provident Life & Acci- 
dent. 

The war emergency committee, com- 
posed of Walter Menge, Lincoln Na- 
tional, chairman, and Sexton, 
Connecticut General, and D. J. Tribble, 
Jefferson Standard, is compiling infor- 
mation on war risk riders, student avia- 
tion activities, and a number of other 
subjects pertinent to underwriters’ work 
at this time, and report will be pub- 
lished at an early date. 

Membership of the Institute of Home 
Office Underwriters now includes 73 
companies. 
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one and the absence of deaths was par- 
ticularly heartening in view of the fact 
that high blood pressure is a handicap 
to a person about to undergo a major 
operation. It is believed that this kind 
of operation can lengthen the life span 
of those afflicted with high blood pres- 
sure by three or four years even when 
the cases are extreme, 

The fact that it is possible to remove 
the celiac ganglion with little danger of 
death has given Dr. Crile hope of ap- 
plying the operation to cases before they 
reach the extreme stage. This would be 
even more effective in prolonging life, 
since in extreme cases of high blood 
pressure organic changes have already 
taken place which cannot be undone by 
the operation, even though it can relieve 
many of their effects. Earlier detection 
and operation would prevent the harm- 
ful changes from taking place. Dr. 
Crile mentioned the unique position of 
the life companies, because of their 
wealth of experience covering normal as 
well as impaired lives, in being able to 
determine which signs and symptoms 
are actually the forerunners of high 
blood pressure and which are not sig- 
nificant. 


Executive Council Members 


In addition to the officers the follow- 
ing doctors were elected as the executive 
council: William Bolt, New York Life; 
W. E. Thornton, Lincoln National; O. 
M. Eakins, Reliance Life; A. E. Johann, 
Bankers of Iowa; W. A. Bradshaw, Mu- 
tual of New York; O. H. Rogers, New 
York Life (retired); W. A. Jaquith, Co- 
lumbus Mutual; F. L. Grosvenor, Trav- 
elers; W. R. Ward, Mutual Benefit Life; 
C. F. S. Whitney, Home of New York; 
R. M. Daley, Equitable Society; Wil- 
liam Muhlberg, Union Central; R. L. 
Rowley, Phoenix Mutual; C. L. Chris- 
tiernin, Metropolitan; R. A. Fraser, 
New York Life; C. T. Brown, Pruden- 
tial; S. B. Scholz, Jr., Penn Mutual. 
Dr. Cook, as retiring president, auto- 
matically became a member of the 
council. 





Dawson Is Supervisors’ Speaker 
At the luncheon meeting of the Life 
Supervisors Association of New York, 
Nov. 14, at the Hotel Martinique, C. 
P. Dawson, general agent of the New 
England Mutual, will speak on “Pen- 
sion Trusts as They Apply Today.” 








Designate the ROCKFORD LIFEMEN — Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 


Francis L. Brown. President 
Rockford, Illinois 


















Sell the public 
what it wants — 
complete personal protection. 


and women and juvenile life for 


build a good volume with the Federal 
Life and Casualty’s accident—health—life protection for both men 


SELL THEM WHat 


You can 


children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 
















LIBERAL COMMISSIONS 











‘The Columbia Life Insurance Co. 


Cincinnati, Ohio 


36 Years in OHIO, INDIANA, KENTUCKY 
All forms of life policies issued— Juvenile one day up, adults, 10to75 


LONG TIME RENEWALS 





Write for particulars: WM. H. WEST, Vice- President 
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|| acTUARIES 


CALIFORNIA 





C. L. U. 











Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 S. Hill Street 
LOS ANGELES 


582 Market Street 
SAN FRANCISCO 




















DISTRICT OF COLUMBIA 








Specialty, Income Taxes of Insurance 
ompanies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 


Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 




















ILLINOIS 








WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1336 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 


Associates 
M. Wolfman, A. A. I. A. 
N. A. Moscovitch, Ph. D. 
L. J. Lally 


Franklin 4020 




















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omaha 




















HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 




















NEW YORK 








Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 




















PENNSYLVANIA 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associates 
Fred E. Swartz, C.P. A. 
E. P. Higgins 
PHILADELPHIA 


THE BOURSE 


























Show Leading 
C. L. U. Companies 


Special interest is shown in the new 
directory of the American College of 
Life Underwriters in the number of 
C.L.U. representatives of the various 
companies. Northwestern Mutual has 
the lead, with 154, followed by Equi- 
table Society, 150. 

Other companies that have more than 
10 are: Acacia Mutual, 13; Aetna Life, 
51; Bankers of Iowa, 19; Connecticut 
General, 27; Connecticut Mutual, 45; 
Equitable of Iowa, 21; Fidelity Mutual, 
15; Guardian Life, 16; John Hancock, 
44; Lincoln National, 12; Massachusetts 
Mutual, 91; Metropolitan, 41; Mutual 
Benefit, 73; Mutual Life, 48; National 
Life, 21; New England Mutual, 64; New 
York Life, 67; Northwestern National, 
17; Occidental, 10; Pacific Mutual, 17; 
Penn Mutual, 63; Phoenix Mutual, 13; 
Provident Mutual, 48; Prudential, 
State Mutual, 23; Sun Life of Canada. 
27; Travelers, 36; Union Central, 33. 

The directory gives the officers, board 
of trustees, aims of the college, signifi- 
cance of C.L.U. designation, standards 
for attainment, procedure for taking ex- 
aminations, schedule of fees, informa- 
tion on examinations, information for 
successful candidates, examination in 
life insurance agency management, en- 
dowment and special funds, C.L.U. or- 
ganizations, alphabetical, geographical 
and company classification of graduates. 


Social Security Act Featured 


At the first meeting of the Boston 
C. L. U. chapter, J. R. Campbell, Jr., 
regional representative of the Bureau of 
Old Age & Survivors Insurance, out- 
lined and discussed the amended social 
security act, and James W. Daniels 
demonstrated the sales opportunities 
that lie in the act as he intends to use 
them. 


wee 
ees 


12 Study for Management Award 


Twelve C.L.U.’s have enrolled in the 
study course at Los Angeles to pre- 
pare for the examination in agency 
management given by the American 
College. Dr. F. F. Burtchett of the 
University of California at Los Angeles, 
is conducting the course. 


Chicago Chapter Has Fall Party 

The LaSalle street impresarios, Wal- 
ter N. Hiller and Harry G. Walter of 
Penn Mutual, put over another smash 
hit at the fall party of the Chicago 
C. L. U. chapter. Mr. Walter was 
“MC,” and Mr. Hiller was producer, 
stage manager, author of the lyrics, 
cinematographer, and also doubled in 
the cast. Early this year they pro- 
duced the skit, “Spring Clinic.” The 
first number was a takeoff on the sales 
educational methods of B. H. Groves, 
Travelers manager and chapter presi- 
dent, illustrated by a “Popeye” film. 
Mr. Walter operated the projector and 
gave interpretations and interpolations. 
Second was a “Three Little Fishes” 
song with life insurance words written 
by Mr. Hiller, and sung by him and 
P. A. Hosche, educational supervisor 
Swanson Agency, New England Mu- 
tual; R. Carson, life department 
manager, Rockwood Company, and Carl 
B. DeVol, supervisor Schwemm agency, 
Great-West Life. They framed their 
faces with boards showing colored car- 
toons of fishes. 

Brief talks were given by L. M. 
Buckley, president Chicago Association 
of Life Underwriters; W. M. Houze, 
general agent John Hancock, chairman 
general agents and managers division, 
and Mr. Groves. The latter presented 
diplomas to nine C. L. U. graduates: 
Mr. Hosche, F. C. Bennett, Berkshire 
Life; A. B. Cromer, Equitable Society; 
Martin Guon, Metropolitan; Spencer 
Keare, Federal Life; R. J. Murphy, 
Goldman agency, Prudential; J. H. 











Ramsey, manager Home Life of New 
York; E. R. Tonkel, Marquis & ne. 
an 


worth agency Provident Mutual, 
A. S. Cutler, Cook agency Mutual 
Benefit. 





Minneapolis Chapter Formed 

A Minneapolis C. L. U. chapter has 
been formed with Mathew J. Nolan, 
president; W. S. Leighton, vice-presi- 
dent, and John F. Adams, secretary- 
treasurer. 


Clinic on Life Insurance 

NEWARK, N. J.—A clinic on life 
insurance selling will be given by the 
C. V. Bowes agency of the New Eng- 
land Mutual Life, which will be held on 
Monday afternoons from Nov. 6 to Dec. 
11, inclusive, in the Newark Essex & 
Banking building in this city. The 
course is being offered as a short but 
intensive study of problems in life in- 
surance selling, with special emphasis 
on “how to sell.” It will cover a large 
scope in instruction and will be flex- 
ible enough to include any special topic 
pertaining to life insurance for which 
there is a demand. In addition there 
will be open forums which will cover 
a wide area of the life insurance selling 
problem. 

Mr. Bowes has been located in New- 
ark only for a few months having suc- 
ceeded T. E. Hartmann as_ general 
agent, and is building up a large agency 


POLICIES 


Berkshire Life Has 
Adopted War Clause 


The Berkshire Life has adopted a war 
clause which is being attached to every 
policy issued on and after Oct. 1, on 
the lives of foreign-born applicants ages 
50 and under who have not received 
their final naturalization papers from 
the United States, and on the lives of 
all applicants who, although native born 
or naturalized. American citizens are 
likely to travel or reside outside the 
continental limts of the United States 
and Canada. 

The clause provides that in the event 
of death within two years after the date 
of issuance of the policy as a fesult, di- 
rectly or indirectly, of a state of war 
or insurrection outside the continental 
boundaries of the United States, or if 
death occurs within five years of the 
date of issuance of the policy as a re- 
sult, directly or indirectly, of engaging 
outside the continental boundaries of the 
United States in military or naval serv- 
ice in time of war, the amount payable 
under the policy will be a sum equal to 
the premiums paid under the contract, 
together with the cash value of any ex- 
isting paid-up additions or dividend ac- 
cumulations, less the amount of any in- 
debtedness to the company under the 
contract. The continental boundaries 
of the United States have been defined 
in the clause as including the waters 
within three miles of the coastline, but 
not including the Panama Canal Zone. 














State Mutual Policies 


The State Mutual Life has added two 
new contracts to its portfolio, called 
the “65’s.” The new policies give agents 
a “complete protection portfolio.” Agents 
now can offer maximum protection or 
maximum savings, or any needed combi- 
nation of the two. 

The ‘65’s” provide double protection 
to retirement age, when the protection 
need disappears, at a low level cost. 
They are dissimilar mainly in their pre- 
mium paying periods. Styled to work 
in with income through the social secur- 
ity act, the new contracts are also prac- 
tical for the applicant excluded from the 
act. 

Besides low cost protection, the ‘‘65’s” 








offer a liberal conversion privilege to age 
50. Dividends are paid the first year and 
addition of double indemnity and disabjj- 
ity waiver is permitted. The ages for 
which the contracts were originated are 
= Both men and women are elig- 
ible. 





Speakers Before Insurance 
Accountants Are Announced 


KANSAS CITY — Part of the pro- 
gram for the annual convention of the 
Insurance Accounting & Statistical As- 
sociation at the Hotel President here 
April 15-16 has been announced. Jack 
Batchler, controller Kansas City Life, is 
president; E. M. Karrmann, controller 
American United Life, secretary-treas- 
urer, and Ray Clark, Haight, Davis & 
Haight, consulting actuaries, Omaha, di- 
rector of publications. 


Department Actuary to Speak 


C. M. Hansen, actuary Missouri de- 
partment, will discuss “The Control of 
Valuation by Punch Cards by the Mis- 
souri Insurance Department.” S. W. 
Greene, director of insurance accounts, 
Addressograph-Multigraph Corporation, 
will talk on “Relation of Addressograph 
Equipment to Tabulation Operations” 
and F. L. Rowland, executive secretary 
Life Office Management Association, on 
“Use of Departmental and Functional 
Costs in Operating Audit Procedure.” 
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Don’t lose part 
of your dollar! 


We believe the man 
who makes the sale de- 
serves ALL of the com- 
mission on the sale. 
Central States Life 
salesmen get ALL of 
their cemmission dol- 
lar. No one shares in 
their earnings. 


Write 

J. DeWitt Mills, Vice Pres., for 
agency information. Good terri- 
tory available in Mo., Ark., 
Okla., Nebr., Texas, Colo., Utah, 
Wyo., Calif., and Fla. 


CENTRAL 
STATES 


LIFE INSURANCE Co. 
St. Louis, Mo. Alfred Fairbank, Pres. 
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Conference Is Held 


on American Life 


LANSING, MICH.—Insurance de- 
partment actuaries and receivers’ rep- 
resentatives of five states conferred here 
for the past two days relative to pro- 
posals for reinsurance of the business 
of the defunct American Life of Detroit 
and other matters pertaining to disposi- 
tion of its assets. 

William Conley, Michigan department 
actuary and second deputy commission- 
er, said no definite conclusions were 
reached relative to the comparative 
merits of the six reinsurance bids sub- 
mitted by companies which are to be 
reviewed at an open hearing in Ingham 
county circuit court here Oct. 31. He 
said “some progress” was made during 
the conferences but there were no de- 
velopments of a nature that could be dis- 
closed at this time. The first confer- 
ences, he indicated, were devoted wholly 
to the reinsurance plans, all of which 
are lien proposals embodying liens of 
from 50 to 75 percent on policies in 
force, while there was some more or 
less informal discussion of the test suit 
brought by the Texas receiver against 
the Iowa commissioner and _ receiver 
seeking to establish whether more than 
$3,000,000: in assets deposited in Iowa 
are general assets or a trust for the 
benefit exclusively of policyholders and 
creditors of the old American Life of 
Des Moines which the Detroit com- 
pany, then the Northern Assurance of 
Michigan, purchased in 1921. 

Commissioner Emery of the Michigan 
department attended most of the con- 
ferences and was host at an informal 
dinner for representatives of the other 
states and of the Iowa and Texas re- 
ceiverships, Deputy Commissioner Kirk- 


patrick represented Iowa and Actuary 


Van Fleet Texas. Dan Lydic, the 
Texas receiver, and his two attorneys 
were also present and Indiana and 
Oklahoma were represented, respective- 
ly, by Actuaries Lloyd Thompson and 
Petrie. Others participating in the dis- 
cussions included: Thomas Heuss, spe- 
cial deputy commissioner and active re- 
ceiver under Commissioner Emery and 
his actuary, John Rohm; John Panchuk 
of the Michigan attorney general’s de- 
partment; C. F. Jennings, Commissioner 
Emery’s counsel, and Actuary Conley. 





SOME 
PERTINENT 
FACTS ABOUT 


Supreme Forest 





WOODMEN CIRCLE 


®@ Total Membership..... J32,982 


Total Protection . .$107,701,046.00 


Written in 1938.. 11,629,606.00 
Benefits Paid in 

MEG olcues -..  1,893,522.35 
Benefits Paid since 

Organization in 

i Tee 40,445,656.11 


Dora Alexander Talley, President 
Mamie E. Long, Secretary 
Home Office, Omaha, Neb. 


FRATERNALS 


N. F. C. Committees 
Are Appointed 


Standing committees of the National 
Fraternal Congress for the ensuing year 
were appointed by Miss Frances D. 
Partridge, secretary Woman’s Benefit, 
Port Huron, Mich., N.F.C. president. 

There are two new committees, pub- 
lic relations and membership, which 
were created at the Detroit annual con- 
vention. The law committee also has a 
new setup, being amplified by addition 
of the committee on statutory legisla- 
tion. 

The chairmen are: State of order and 
statistics, Eugene H. Pakes, Woodmen 
Circle; fraternal ethics, Miss Bertha C. 
McEntee, Ladies Catholic Benevolent; 
junior membership, Mrs. Mary L. Czyz, 
Polish National Alliance; public rela- 
tions, Mrs. Bina West Miller, Woman’s 
Benefit; lodge activities, Fred A. John- 
son, Royal League; general welfare, N. 
J. Williams, Equitable Reserve; revision 
of blanks, F. H. Lee, Woman’s Benefit; 
field work, F. B. Mallett, Protected 
Home Circle; security valuations, J. V. 
Abrahams, Security Benefit; member- 
ship, C. L. Biggs, Maccabees; law, 
James M. Miller, Woman’s Benefit. 


N. F.C. Press Section 
Has New Project 


An interesting public relations project 
tying in with addresses at the Press Sec- 
tion meeting of the National Fraternal 
‘Congress at the annual convention in 
Detroit recently, which stressed the need 
for modernizing fraternal societies’ pub- 
lications, is being developed by the 
Press Section under direction of James 
G. Daly, United Commercial Travelers, 
Columbus, O., section president. 

Under this plan the editors of all so- 
ciety publications have been asked to 
write essays on fraternalism that will be 
suitable for publication monthly as edi- 
torials in the societies’ organs. These 
will be credited as coming from the 
Press Section of the N. F. C. 

The thought is that the many editors 
with their different approaches will be 
able to develop an invaluable mass of 
material showing the many benefits of 
fraternalism. The public relations effort 
at first will be directed to members of 
societies, but may be extended through 
the efforts of local lodges and individuals 
to smaller daily and weekly newspapers. 

Fraternal society publications as a 
class were severely criticised in the ad- 
dresses at the Detroit meeting as not 
being modern in format and editorial 
approach. It was pointed out the edi- 
tors have a job of selling the material 
they print. They must put the red apples 
on top of the box and make their publi- 
cations look attractive in order to catch 
the eye and induce the reader to read 
further. As a result of this criticism at 
least six society organs have been com- 
pletely revamped, outstandingly the 
“Bee Hive” of the Woman’s Benefit, 
Port Huron, Mich, of which Miss 
Frances D. Partridge, secretary, is N. 
F. C. president. 

The greater public relations program 
initiated at the Detroit meeting with 
authorization of a special committee to 
study what can be done in a larger way 
nation-wide is moving slowly but 
surely. It may be some time before 
fraternals as a body get behind any 
project similar to the Institute of Life 














THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1898 
4 Legal Reserve Fraternal Benefit Society 


Bine West Miller Frances D. Partridge 
Supreme President Supreme Seerstary 











Port Huresa, Michigan 


Pave the Way—An accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines. 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange, 
Chicago. Sample !0c. 








Insurance of old line companies, the 
principal reason being the cost and diffi- 
culty of individual societies in finding 
funds that can be used for the purpose 
of an institutional campaign for the 
benefit of all. However, it is believed a 
majority of society leaders see the 
urgent demand for just such a campaign 
and the means will be found to carry it 
out, 


California Congress Names 
Louise E. Probst President 


A breakfast rally and conference was 
a feature of the California State Fra- 
ternal Congress annual meeting held at 
Los Angeles. V. M. Ecdahl, public re- 
lations speaker of Swift & Co., talked 
on “A Better Copy,” stressing that the 
material presented to the public should 
be of the best, full of human interest. 
Honest, intelligent, beneficial service 


must be given that is specific to the 
need of the consumer, he said. 

A patriotic service was conducted by 
Mrs. Cora Spring Holland, vice-presi- 
dent Degree of Honor, and a devotional 
service by Mrs. Bessie Hendricks 
Hodges, vice-president of District 2, 
California congress. 

Louise E. Probst, second vice-presi- 
dent, was elevated to president, suc- 
ceeding J. J. May, who was elected past 
president. Thomas Bacon of W.O.W., 
Denver, was elected secretary. S. C. 
Holston, treasurer, was advanced to 
first vice-president. and Mrs. Gonzalve 
of the Woman’s Benefit, Oakland, to 
second vice-president. L. G. Cable was 
relected sergeant-at-arms and Ellen E. 
Murphy, supervisor of juvenile activi- 
ties. 

Governor C. L. Olsen of California was 
on the program and Mayor Fletcher 
Bowron of Los Angeles extended wel- 
come. C. J. Rockwell, insurance edu- 














Our Men 


SUCCEED because 


Maccabees. Our records of 60 
quarter of a million members 
dollars in benefits paid, do that. 
one of diagnosing the needs of 


writing the insurance necessary. 


requirements, write us. 


for you. 











they represent a 


successful institution. Our men don’t have to sell 
their clients on the safety and reliability of The 


years of service, 
and 250 million 
Their only job is 
their clients and 


If you want a position where your success is lim- 
ited only by your ability, and you can meet our 
We may have a place 


The Maccabees 


Detroit, Michigan 
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PROTECTION 
Good Territory and 


Attractive Contract 
for good producers. 
Write for information. 





American 3% Policies 


Whole Life Special 
Endowment Age 85 
20 Payment Life 

20 Year Endowment 


Retirement Incomes at 
Ages 60, 65 and 70 


10 year term 
Modern Junior Policies 


EQUITABLE RESERVE ASSOCIATION 


Neenah, Wisconsin 
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cator, spoke on “Making Insurance At- 
tractive;’ B. B. Jones, founder of the 
congress, on “Lapsation;” Ellen Mur- 
phy, Independent Order of Foresters, 
on “Juvenile Activities.” Commissioner 
C. C. Neslen of Utah. president Na- 
tional Association of Insurance Com- 
missioners, was on the program. 


Parker Elected President 
of Missouri Congress 


J. H. Parker of St. Louis, a former 
state representative and national great 
commander of Maccabees, was elected 
president of the Missouri Fraternal 
Congress at a two-day annual meeting 
at St. Louis. Other officers elected are: 
Vice-presidents, Mrs. Eva B. Weseman 
and William Piskulic of St. Louis, 
Judge A. Evan Hughes of Clayton and 
Mrs. Mae E. Moore of Kansas City; 
secretary, Miss Anna Kampmann, St. 
Louis, and treasurer, J. D. Kelley, St. 
Louis. 

The retiring president, P. J. Layhe, St. 
Louis, praised the new Missouri fraternal 
insurance code. He said all fraternal- 
ists in the congress are happy to work 
under and abide by the new code pro- 
visions. Mr. Layhe said representatives 
of 16 other state insurance departments 
had advised him that the new Missouri 
code probably will be accepted as the 
model for similar legislation in other 
states. The Missouri code closely fol- 
lows the New York and Illinois laws. 

Among the speakers were Mr. Par- 
ker, G. G. Perrin. Modern Woodmen, 
Rock Island, Ill., representing the Na- 
tional Fraternal Congress, and Fred A. 
Service, Sharon, Pa., solicitor Protected 
Home Circle. 


Stark Blasts O'Malley 


Governor Stark of Missouri, in ad- 
ressing the national convention of the 
Brotherhood of Locomotive Engineers 
Auxiliary in St. Louis, stated that he had 
stopped an “unjust fight” on fraternals 
by removing a “state superintendent of 
insurance whose sinister motives since 
have been brought to light in the federal 
court.” He was referring, of course, to 
R. E. O’Malley, who is now serving a 
sentence in Leavenworth penitentiary. 
Stark said the restrictions that O’Malley 
sought to impose on fraternals were “un- 
fair” and “nothing more or less than an 
effort to tax fraternals out of existence.” 








Iowa Congress in Session 


SIOUX CITY, IA.—Approximately 
250 fraternal insurance representatives 
attended the Iowa Fraternal Congress 
convention here. Dale haw, Des 
Moines, is president and C. J. Graves 
secretary-treasurer. 


Commissioner Taggart Speaker 


PITTSBURGH—Commiissioner Tag- 
gart of Pennsylvania will be among the 
speakers at the annual session of the 
Pennsylvania Fraternal Congress here, 
Nov. 2-3. There are 62 member socie- 
ties. A dinner-dance will be held the 
night of Nov. 2. 


Woodmen Circle Gathering 


Mrs. Dora Alexander Talley, presi- 
dent Woodmen Circle, Omaha, will be 
the principal speaker at a district meet- 
ing of that society to be held in Los 
Angeles Oct. 31-Nov. 1-2. Headquar- 
ters will be the Biltmore Hotel. Rex 
B. Goodcell, former California insurance 
commissioner, will be a speaker. Ses- 
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COIN CLOCKS 
will help you sell 
more life insur- 
ance. 
New Low Price 
$1.99 and up. 
For full details write te: 


COIN CLOCK SERVICE CO. 
100 — Prospect—4th Bids. 
Cleveland, Ohie 

















Grand Forks Mayor to 
Home Office of A.O.U.W. 








J. EARL McFADDEN 


J. Earl McFadden, mayor of Grand 
Forks, N. D., has been appointed super- 
intendent of extension for the A. O. U. 
W. of North Dakota. Until matters re- 
quiring his immediate attention are dis- 
posed of, Mr. McFadden will not assume 
full time work at the home office. He 
took up the work for the A. O. U. W. at 
Bismarck, N. D., in 1916. He went to 
the coast for the order, organizing a Los 
Angeles lodge but returned to North 
Dakota in 1920 and took up full time 
work as district manager at . Grand 
Forks. His term as president of the city 
commission of Grand Forks expires next 


spring. 








sions will be held in the Maccabees 
Temple all three days, with a banquet 
and drill display and open meeting at 
the hotel. Mrs. Eva Ferguson Shaw 
of Los Angeles is state manager for 
Woodmen Circle. 


RECORDS 











Midland Mutual—A substantial gain 
in insurance in force is reported both in 
September and for the first nine months. 
The gain for September alone was $500,- 
000 and for the nine months $2,071,954, 
compared with $1,130,360 the first nine 
months of 1938. Insurance in force is 
$116,139,502. New written business is 
up 24 percent; new paid business up 
11.56 percent; new annuities paid up 84 
percent. 

Occidental Life, Cal. — First nine 
months paid life insurance totaled $58,- 
218,920, a gain of more than $3,000,000. 
Life insurance in force on Sept. 30 was 
$481,451,656, representing an increase of 
$28,633,679 since Dec. 31, 1938. 

Equitable Society—The first nine 
months it paid to policyholders and 
beneficiaries $145,195,648. Death claims 
including accidental death benefits 
amounted to $51,447,833. Matured en- 
dowments, surrender values and disabil- 
ity claims footed up $48,832,326. There 
were $19,486,633 annuities disbursed. 
Dividends to policyholders were $25,- 
428,856. Since organization in 1859 the 
total payments by the Equitable 
reached the huge sum of $4,281,891,853. 
In September the Equitable paid $74,- 
220 double benefit claims as a result of 
accidents. Of these 29 deaths, seven 
were the result of automobile accidents. 


Kansas Actuary Makes Change 


Harold Higdon, actuary of the Kan- 
sas insurance department, is joining the 
staff of Columbus Mutual Life. 








Sales-making facts and figures are 
given in the Little Gem Life Chart. 
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AGENCY MANAGEMENT 





Agent Should Get Complete 
Information on Applicant 


That many times a sale is lost be- 
cause a producer fails to secure com- 
plete information about the applicant 
which he is writing—information which 
allows an inspection organization to 
make a discreet and efficient investiga- 
tion—was emphasized by W. J. Bald- 
win, manager Retail Credit Co., Chi- 
cago, in speaking at the meeting of the 
Cashiers Division of the Chicago Asso- 
ciation of Life Underwriters. 

He said: “Sales of insurance policies 
intended as_ surpri gifts have been 
spoiled because the inspector unknow- 
ingly revealed to the recipient that in- 
surance was being purchased. 

“Many an employer on learning that 
an employe was buying insurance has 
used his influence to have it purchased 
through another agent. Many a mar- 
ried woman has lost her job and the 
agent his sale because the inspector 
was not informed that her marital sta- 
tus should not be revealed to her em- 
ployer. 

“Frequently an employe who has not 
participated in the group insurance plan 
of his company has been put in an em- 
barrassing position because his em- 
ployer was made aware of the fact that 
he was purchasing other insurance. 


Agent Is Blamed 


“The agent is blamed for such occur- 
ences and not only is the sale lost but 
usually all hopes for future sales.” 

Mr. Baldwin said that the inspection 
idea is as old as insurance itself. Ma- 
rine insurance writing, when Lloyds of 
London was first formed, was based on 
investigation of vessel, cargo, voyage 
perils and, especially on the human ele- 
ment involved—the captain, the crew. 

When life insurance was first written 
the applicant had to appear before the 
board of directors of the company. As 
the business grew this method proved 
to be impractical and the companies 
tried to secure information through let- 
ters sent to friends of the applicant. 
Next large companies had home office 
representatives call upon the applicants. 
From this developed the inspection 
agencies. 


Inspection Report Supplements 


Mr. Baldwin said the inspection re- 
port is not regarded as the sole basis 
for determining issuance of a policy. 
It supplements information secured 
from applicant, agent, and doctor. It 
covers, through impartial investigation, 
the present and past physical condition, 
duties, reputation, habits and finances 
of the applicant. 

The inspectors do not seek to draw 
underwriting conclusions but merely to 
secure the facts. 

Mr. Baldwin pointed out that the in- 
spector’s report often aids in untangling 
involved cases, frequently to the advan- 
tage of the agent writing the policy. 

He said that inspection has aided ma- 
terially in developing new fields of in- 
surance, non-medical, double indemnity 
and occupational coverages. 

“There is great need,” he said, “for 
general agents and managers to caution 
their agents to inform their applicants 
that an inspection report concerning 
them will be made to the company. This 
prevents any misunderstanding on the 
part of the applicant when an inspector 
contacts his friends and business asso- 
ciates.” 


San Francisco Cashiers Speak 


SAN FRANCISCO—A concise out- 
line of various functions of the person- 
nel department of a large life company, 
was presented by Edward McDowell, 
personnel manager of the Metropolitan 
Life’s Pacific Coast head office, before 
the San Francisco Life Agency Cashiers 
Association. 

Bronson B. Gillogly, cashier Pacific 
spoke on “Romance and 








Growth of My Company.” Mr. Gillogly 
referred to the human side of the ledger, 
discussing individual personalities par- 
ticipating in the development of the 
company. He paid tribute to the 
loyalty of agents and general agents 
since reorganization of the company in 
1936. 

Neil Ball, cashier Manufacturers Life, 
spoke on “Claims,” stressing the neces- 
sity for speed as well as accuracy. 


Detroit Leads Large Cities 


DETROIT—Detroit is leading the 
eight largest cities in the country in 
production gains in the first eight 
months with an increase of 36 percent, 
G. E. Lackey, general agent Massa- 
chusetts Mutual, told the Associated 
Life General Agents & Managers, 
Speaking on “Recruiting and Selection 
in 1940,” Mr. Lackey covered the same 
points he presented at the National As- 
sociation of Life Underwriters conven- 
tion. 


Camps Speaks in Columbus 

Manuel Camps, Jr., general agent 
John Hancock Mutual Life in New 
York City, will address the first fall 
meeting of the Life Managers & Gen- 
eral Agents Association of Columbus, 
O., on “Agency Building.” An open 
forum will follow the address. H. O. 
Tice is president of the association; J. 
H. McCullough, vice-president, and L. 
L. Lenz, secretary-treasurer. 

A Leaders Club dinner is being 
planned for Jan. 15. B. C. Forbes, edi- 
tor of “Forbes Magazine,” will speak. 


Harrold Milwaukee Speaker 


At the meeting of the Milwaukee Life 
Managers & General Agents Associa- 
tion, Oct. 27, V. J. Harrold, home of- 
fice general agent Lincoln National 
Life, will discuss “Agency Building.” 
Attendance will be restricted to mem- 
bers of the association. 








Federal Agencies Active 
in Private Loan Field 


Federal agencies undoubtedly are mak- 
ing a big dent in the loan field. The 
Federal Home Loan Bank board an- 
nounces that there was a record high 
volume of new mortgage loans, $40,645,- 
000 made by federal savings and loan as- 
ciations in August. The figures passed 
the previous peak month in June by 
$1,551,000 or 4 percent. They exceeded 
July by 19 percent. As a group the 
savings and building and loan associa- 
tions of all types advanced $95,038,000 in 
new loans in August. 

The Federal Home Loan Bank board 
reported a 10 percent decrease in fore- 
closures on other than farm properties 
during the first eight months as com- 
pared with a similar period a year ago. 
Fewer foreclosures were reported for all 
but three of the 12 federal home loan 
bank districts. The Topeka and Cin- 
cinnati areas showed the most favorable 
change, the declines being 25.9 percent 
and 25.8 percent, respectively. Increases 
in the Boston, Chicago and Little Rock 
districts averaged 14 percent. The Des 
Moines district remained unchanged. 


Two Agents Hit the Ball 


Two agents of the Penn Mutual Life’s 
Wootton & Addison agency in Balti- 
more recently had sales experiences with 
a sports touch. Ralph MacMurray made 
a triple play, and P. F. Hambsch won 
a golf championship. Ralph MacMur- 
ray’s triple play was in talking to three 
brothers at the same time and selling all 
three of them on one sales talk. 3 

Phil Hambsch’s experience went like 
this: Himself a former naval officer, he 
went to Annapolis, delivered a policy for 
$8,500 ordinary life, and wrote the offi- 
cer for $5,500 more. And then, having 
nothing else on his mind, went out an 
wen the Naval Academy golf champion- 
ship. 
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Average Man Market Needs 
Attention of Agents 





ST. LOUIS—Over 850 attended the 
Annual Message breakfast here. John 
D. Moynahan, manager Metropolitan 
Life, Berwyn, Ill, spoke on “Our Best 
Prospect.” Life insurance has unques- 
tionably established itself as part and 
parcel of the American economic system, 
declared Mr. Moynahan but it is ques- 
tionable whether the American public 
fully realizes just how this came. about. 

“Life companies in Europe use mor- 
tality tables, diversify investments, set 
up reserves and the proceeds paid to a 
widow and child in Europe are just as 
great a Godsend as they are to a widow 
and child in America, but American 
companies have decidedly larger volumes 
of insurance in force. 

“What then is the big difference? Can 
it not be found in that great body of 
field workers who preach the gospel of 
life insurance daily? Students who are 
impartial in their approach say that this 
is probably true. We know it is true. 


Delivered Thousands of Checks 


“We have delivered thousands and 
thousands of checks to _ beneficiaries 
which would never have been delivered 
had it not been for the sincere, zealous, 
persistent activity of a life insurance 
salesman. We have delivered thousands 
of endowment checks to living policy- 
holders, who upon receipt of the money 
expressed their eternal gratitude to the 
agent who years before had convinced 
them of the wisdom of setting aside 
some of their savings for life insurance. 
In the past 10 years more thousands of 
people, their savings, and investments 
wiped out, have turned to their life in- 
surance as a last resort with gratitude 
in their hearts for the agent whose 
advice they accepted in purchasing their 
contracts. How many of these funds, 
so necessary in the time of need, would 
have been there had it not been for a 
life insurance agent?” 


Overlook Big Income Market 


Most of the salesmen representing 

companies that write only ordinary in- 
surance are spending too much of their 
time trying to sell the people in the larger 
income brackets who represent 10 percent 
of the population. This group is being 
constantly solicited by about 75 percent 
of the agents, Mr. Moynahan said. This 
group is already being well served by 
the 10 percent of the life agents who are 
qualified to handle their problems. “It 
is folly for 90 percent of the agents to 
devote so much of their time to a market 
which will purchase the largest part of 
its insurance this year from 10 percent 
of the agents.” 
_ “While only about 25 percent of the 
licensed agents represent industrial com- 
panies they wrote more than half of the 
$11,000,000,000 of new life insurance sold 
last year. This means the average in- 
dustrial agent wrote more than three 
times as much life insurance last year as 
the average ordinary agent. 


Tremendous 75% Market 


“If we remove from the picture the 
top 10 percent of the American public 
who are over-serviced, and eliminate the 
bottom 15 percent who are dependent 
altogether or in part on public funds, we 
find that the tremendous potential mar- 
Xet In our country is made up of about 
75 percent of American wage earners. 

hey are not high salaried people but 
they are the highest paid of all workers 
in the world.” 

This wage earner market averages 








only about $1,000 of life insurance. It 
is this large market of average Amer- 
icans that most needs life insurance 
today. An agent best serves who helps 
to stretch the $2,000, $3,000 and $4,000 of 
life insurance that the average man 
leaves to his little family to help make it 
last until the mother can get organized. 

Mr. Moynahan urged agents to make 
the most of their opportunities by bring- 
ing the average Americans to a fuller 
understanding and appreciation “of the 
greatest beneficent institution in the his- 
tory of the world, an institution whose 





services are merchandised by the most 
sincere, thoughtful, intelligent and effi- 
cient sales force ever organized, whose 
zeal is missionary in character not mer- 
cenary. The average American backs his 


opinion with his money. Let us tell 
him our story. He is our best prospect.” 

Mr. Moynahan was introduced by 
James G. Callahan, Metropolitan Life 
manager in St. Louis, and St. Louis 
Annual Message chairman. 

George L. Dyer, general agent Co- 
lumbian National Life, who was in 
charge of local arrangements for the Na- 
tional association convention, was pre- 
sented with a desk clock in appreciation 
of his work. 

Stratford Lee Morton, general agent 
Connecticut Mutual Life, as life insur- 
ance chairman of the Community Chest 
drive, urged cooperation. 





Stop Selling and Prospect 
If Supply Runs Low—Camps 





More than half the job in being suc- 
cessful in prospecting and in life insur- 
ance selling is to have on hand at all 
times a minimum of 50 carefully selected 
names with full information on each, 
said Manuel Camps, Jr.. general agent 
John Hancock Mutual Life, New York 
City, in his lecture in the New York 
City Life Underwriters Association’s ed- 
ucational course. Whenever your list 
falls below 50, stop selling and go out 
and prospect, he said. 

Prospecting is likely to be forgotten, 
he said, because unlike other activities 
it does not insistently demand attention 
and is not a particularly alluring type 
of work. After getting general agree- 
ment from his hearers that prospecting 
represents not less than 50 percent of 
success in selline life insurance, and 
probably nearer 75 percent, Mr. Camps 
said that there are few who devote as 
much as one whole day a week exclu- 
sively to prospecting. He said that it 
just doesn’t make sense to spend such 
a small amount of time on an activity 
admittedly so important. * 


Three Days a Week 


He told of a very successful Million 
Dollar Round Table member who de- 
votes three days a week to nothing but 
prospecting. 

Following are some of the specific 
pointers suggested by Mr. Camps, briefly 
summarized: 

When you are visiting with a friend 
not in the business ask him, “Have you 
ever thought of going into the life insur- 
ance business?” Whatever he answers, 
ask him “Suppose you were going into it 
tomorrow, who are the first three people 
on whom you would call?” And after 
getting the names, ask him “Is there any 
reason why you shouldn’t give me those 
names and a little card of introduction?” 

If you are a stranger here, remember 
that all your friends back home have 
somebody they know in New York. Why 
not write them and say, “Will you give 
me the names of any people you know 
in New York and a letter of introduc- 
tion?” You will be surprised how many 
prospects you will get. 


Uses Reverse English 


One agent uses an idea just the re- 
verse of the way most of us work. He 
takes a group of contractors, for in- 
stance. Going toa contractor he knows, 
he says “Here’s an idea I want to pre- 
sent to contractors.” Then he gives him 
the idea and asks him to cross off any- 
one who would not be interested in it. 
Then he goes to another contractor and 
does the same thing and after seeing 








four or five he knows pretty well whom 
he should eliminate and in the process 
sells a lot of contractors. 

An agent in Washington works out a 
business insurance case on which the 
only solution will be life insurance. He 
goes to a lawyer friend and asks his 
help. After getting the lawyer’s ap- 
proval of the idea he says, “Whom do 
you recommend to your clients when 
they need business insurance?” The law- 
yer says he doen’t know anybody and 
the agent says, “Well, you know some- 
one now.” 

Just asking for names means nothing 
even though you are asking someone 
who wants to see you get ahead. He 
mentally tries to sell the insurance for 
you and thinks to himself, “There’s no 
use giving him Bill Smith. His wife 
just had a baby. Frank Brown just 
bought a house and he doesn’t have 
money for insurance.” He doesn’t know 
they are swell prospects for either edu- 
cational or mortgage ideas, but if you 
qualify your names you are more likely 
to get them. 





Insurance Builds 
Economic Bridges 


Under an insurance contract the in- 
sured assumes the responsibility of sav- 
ing money periodically, retaining at all 
times the right to end the arrangement, 
while the company can only end the 
arrangement by consent of the insured, 
Ward Phelps, Sales Research Bureau, 
said in characterizing a policy not as a 
miracle, not a piece of paper. He spoke 
before the Ontario Life Underwriters 
Association’s annual meeting. 

“Insurance builds economic bridges, 
bridges to carry needy men and women 
over chasms into which they might 
otherwise fall into destruction. 


Appreciate in Times of Stress 


“Life insurance is more appreciated 
than ever in times of stress. Our market 
is one which is chiefly limited only by 
our individual ability to present effective- 
ly the story of how life insurance can 
provide some of these bridges which are 
so important to a satisfying existence.” 

Experience has shown, Mr. Phelps 
said, that many agents are not doing 
as good a job as they would like to do. 
This he traced to possibly three reasons: 

1. “We don’t work enough at the 
job.” 

2. “We don’t prospect as well as we 
might.” 


3. “Our sales presentations are not as 
effective as they might be.” 

Referring to these as mechanical 
causes of ineffective salesmanship, he 
stated that the remedies for these defects 
are quite simple, although experience has 
shown that putting them into effect and 
keeping them there is quite a difficult 
problem. Lack of regular time sched- 
ules, lack of records of personal calls, 
business results, etc., all work to the 
detriment of the life agent. 


Live Prospects Needed 


Inefficient performances of life agents 
can also be traced to the lack of real, 
live prospects. Plans must be formu- 
lated for this all-important branch of life 
insurance selling. Agents should not 
hesitate in eliminating “deadwood” from 
their lists of prospects. 

Mr. Phelps urged careful preparation 
of sales presentations so that they will 
not become dull and ineffective. 

“No matter how fine our sales presen- 
tations and how elegant they may sound, 
there is always danger of their getting 
rusty unless we make some conscious 
rl to keep them polished up,” he 
said. 

Agents selling life insurance must ad- 
just insurance into terms of the buyer 
himself. They must sell insurance to 
suit the buyers’ needs, not their own, said 
Joseph M. Gantz, Pacific Mutual general 
agent in Cincinnati. 

“The buying public wants life insur- 
ance, if you will let them buy it in terms 
of their own families and in terms of 
their own problems,” Mr. Gantz de- 
clared. “Too often we do not present 
our product in terms of the buyer him- 
self. In other words a man wants to 
buy the thing insurance will do for him 
in terms of his family, and he is not 
interested in what you or I have as in- 
surance men.” 


Agent Should Not Wait 
Until He Is “Hot” 


Some valuable suggestions for agents 
were offered by Perry L. Rohrer, Chi- 
cago psychologist, who has been giving 
especial attention to the field of life in- 
surance selling at a Western & South- 
ern Life meeting in Chicago. 

The agent who waits until he is “hot” 
before he goes out and makes calls was 
criticised by Mr. Rohrer. The successful 
agent is governed by his head and not 
by his feelings. The unsuccessful man 
says he’ll do it when he feels like it 
while the successful man does it and 
then feels like it. One of the main diffi- 
culties of waiting until one feels like it 
is that the longer one waits the less one 
feels like it. Self development is essen- 
tial. The great mass of people with mak- 
ings- of genius plod along with eyes 
down and never discover this principle 
of success. The difference between the 
successful and unsuccessful is not in 
what the first man has but in the way 
he is organized and uses his ability. The 
average agent doesn’t use more than 25 
percent of his brains anyway, so that 
brains is not determining factor in suc- 
cessful selling. 

Agents should become specialists in 
good will so people will like to see them 
come around, Mr. Rohrer said. One of 
the essentials in success is the ability to 
make rapid adjustments to great disap- 
pointments. 





“I’m too poor to buy any insurance,” 
he said sadly. “I know it’s a good 
thing.” Try as he might, the agent 
couldn’t get him to sign up. The next 
week the agent met him again. He was 
driving a new car! Little wonder that 
over 3,000,000 widows are working hard 





for a living! 
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New Salary Savings, 
Plans Well Received 


(CONTINUED FROM PAGE 4) 


stitution which the wars, pestilence, and 
depressions of a century have failed to 
shake.” 

Reporting that the gain in insurance 
in force for the first nine months 
amounted to $24,430,000, Mr. Smith 
added that since 1929, assets have in- 
creased 84 percent, and during the nine 
years since the beginning of the depres- 
sion, insurance in force gained 28 per- 
cent. “Our new-business record during 
this nine-year period has also been out- 
standing,” he stated. “While production 
in 1932 and 1933 showed some of the 
expected decline, since then our yearly 
totals of new business have reflected 
very satisfactory gains, and each of the 
four years since 1934 has established new 
high records.” 

An enthusiastic reception was given 
to the new salary savings and monthly 
premium plans. Recognizing the wide- 
spread preference for budgeting expen- 
ditures on a monthly basis, it was held 
that these plans have the strong appeal 
of enabling salaried people to “save out 
of income.” The salary savings plan 
shares in the growing spirit of coopera- 
tion between management and employe 
in most business organizations. By help- 
ing the employer to make it easier for 
his employes to put aside a reasonable 
amount for protection and retirement in- 
come, the plan is a direct benefit to both, 
and offers an expanding opportunity to 
the underwriter. 


New Tested Campaign 


The new pre-approach program, “A 
Tested Campaign to Open Stubborn 
Doors,” embraces a series of letters 
which have proved their value in actual 
operation under typical conditions. It 
will be available to all full-time repre- 
sentatives. 

Announcement was also made of the 
addition of a 25-year policy to the 10, 
15, and 20-year family income plan. 

A preview of advertising plans, in 
which the prestige of agents and the 
necessity of competent underwriting 
counsel in meeting protection needs will 
be emphasized, aroused interest. The 
first of a series of advertisements, en- 
titled “I Sell Life Insurance,” is cur- 
rently appearing in national magazines. 





Discuss Training 


Other features of the meetings were 
discussions of the programming kit, 
“Coordinated Estates,” and the four- 
volume training course, “Career Under- 
writing,” which were introduced earlier 
in the year. Round-table sessions of gen- 
eral agents and supervisors were held 
on recruiting and training problems. 

In addition to President Smith, mem- 
bers of the home office staff taking part 
in the discussion programs of one or 
more meetings included Vice-presidents 
George L. Hunt and Walter Tebbetts; 
Dr. Harold M. Frost, medical director; 
Dr. Frederick R. Brown, associate medi- 
cal director, and Drs. Francis H. -Mc- 
Crudden and Olin C. Hendrix, assistant 
medical directors; Charles F. Collins, 
agency secretary; James P. Hall, agency 
supervisor; E. Lewis, supervisor of 
the application department; R Law- 
thers, head of the benefit department; D. 
W. Tibbott, director of advertising; and 
John Hill, editor of the “Log.” 

Meetings were held in Chicago, Mon- 
terey Bay, Cal., Niagara Falls, Excelsior 
Springs, Mo., Osterville, Mass., Ashe- 
ville, N. C., White Sulphur Springs and 
Atlantic City. 





Renew Drive For 
Lonergan Bill 
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terested, the committee said, because 


prompt payment in full of many assess- 
ments would be assured which now must 








be written off in whole or in part due to 
posthumous depreciation or dissipation of 
assets, or collected only after numerous 
extensions. Moreover it would assure 
payment in advance, since the estate tax 
is not due until 15 months after death. 


Mortgage Loan Men Meet 
at Connecticut Mutual 


Forty cities were represented at the 
conference of its city mortgage loan 
correspondents which the Connecticut 
Mutual conducted at its home office. 
The purpose was to discuss general 
conditions and problems of the mort- 
gage loan and real estate business 
throughout the nation. 

A feature was an address by Presi- 
dent Loomis, who expressed confidence 
in investments of this type and said it 
was his opinion that city mortgage 
loans are one of the best kinds of in- 
vestments for life companies. He feels 
that the company should carry on a 
continuous program in this and other 
investment fields. 

The Connecticut Mutual now has 
more than $110,000,000 invested in 
mortgage loans in some 550 towns and 
cities throughout the country. This 
shows a_ substantial increase in this 
classification of its investment port- 
folio during the past year. The city 
mortgage loan organization is under the 
direct supervision of P. M. Fraser, ex- 
ecutive vice-president. 





_ 


New Feature in Missouri 


D. C. Murphy, acting chief clerk Mis- 
souri department, has sent a letter re- 
garding passage at the last session of 
the legislature of section 5894, providing 
for appointment of superintendent of in- 
surance to receive service of process for 
companies, which goes into effect Nov. 
1 this year. J. H. Doyle, general counsel 
National Board, says in this connection: 

“The department appreciates the im- 
possibility of all companies having a 
meeting of the board of directors to 
adopt the resolution before Nov. 1, 1939, 
and construes the present existing ap- 
pointment to remain in force and effect 
but reformed in accordance with Sec- 
tion 5894, as it now exists. It is impor- 
tant that the new filing be made as 
rapidly as can conveniently be done, and 
there should be no prolonged delay in 
having the board of directors act upon 
it. 








Misrepresentation Case Reversed 


The United States court of appeals 
for the third circuit reversed a decision 
on appeal from the district court of the 
United States for the middle district of 
Pennsylvania involving misrepresenta- 
tion in application. It was Guardian 
Life vs. Clum. In his application the 
assured stated that he had not consulted 
any physician during the past five years 
and that he had never been a patient in 
a hospital. He was shown to have had 
numerous consultations with heart spe- 
cialists and had spent a week in a hos- 
pital for examination. The beneficiary 
contended that the assured acted in 
good faith, denying that he had been 
advised of the seriousness of his con- 
dition, and alleging that he innocently 
took the word “patient” to apply at the 
exact point where diagnosis ends and 
therapy begins. The contentions were 
held untenable and the judgment was 
reversed and the cause remanded with 
direction to enter a judgment for the 
defendant non obstante veredicto. 





Encourages Term Conversion 


State Mutual Life announces that it is 
now allowing a pro rata dividend for 
conversion purposes on term insurance 
in force even less than a year. Previ- 
ously the inducement was offered only if 
the term contract had been in force a 
year or more. State Mutual believes 
that during the first year is the best 
time for conversions to be svulicited. 





Thirty have enrolled in Memphis, 
Tenn., for the C.L.U. study course. 





Michigan Directory 
for Current Year 
Now Off the Press 


The Underwriters’ Hand-Book of 
Michigan was issued this week by THE 
NATIONAL UNDERWRITER. This new 
book contains 668 pages full of data 
which will be interesting and valuable 
to all who are doing business in Mich- 
igan. 

The agency department gives the 
complete list of all the agencies and 
agents in Michigan as licensed by the 
insurance department and shows for 
each agency the members of the firm, 
date established, address, list of com- 
panies represented and other business 
transacted, if any. This data is listed 
alphabetically by cities and towns so 
that the user has complete information 
in one spot on any one town. Also in- 
cluded is the list of Michigan solicitors 
showing their names and the agencies 
they represent. 


Cross Reference Provided 


The company directory department 
gives complete information on all com- 
panies licensed to operate in Michigan: 
home office address, officers, field men, 
general agents and the organizations of 
which they are members. The list of 
life general agents and managers is 
given alphabetically in separate sections 
for easy cross reference. 

The statistical department shows the 
life companies’ insurance paid for and 
insurance in force is shown for six 
years. Other features include: resume 
of the insurance laws of the state, list 
of national and local insurance organ- 
izations together with officers and ad- 
dresses. 

The Michigan Hand-Book covers all 
branches of the business. 

This is the twenty-sixth edition of 
the Michigan Hand-Book which is one 
of the oldest insurance hand-books for 
the middlewest, having first been pub- 
lished in 1897. It is a veritable mine of 
information and contains a great mass 
of information which is invaluable to 
anyone interested in insurance in the 
state, bringing together under one cover 
in condensed, carefully indexed, concise 
form the complete data on Michigan in- 
surance-wise. 





A. S. B. Revenue Gains 4% 


The American Service Bureau inspéc- 
tion revenue in the last year was 4 per- 
cent greater than in the previous fiscal 
year, Lee N. Parker, president, reported. 
The bureau, which was formed more 
than 19 years ago, since its fifth year 
never has failed to show an operating 
gain, Mr. Parker said. It now has 40 
offices. The outstanding activity of the 
bureau, which has been growing steadily 
since it was initiated some eight years 
ago, is the survey of life insurance buy- 
ers, which is conducted at the end of 
June and December each year. This 
usually includes some 10,000 applications 
submitted in the previous 30 days. About 
5,000 copies of the chart containing data 
in the survey are distributed to member 
companies. 


New Review School Is Held 


Massachuetts Mutual Life is conduct- 
ing its second home office review school 


for new agents in Springfield, with 44 


agents from 20 states in attendance. 
Morning and afternoon sessions are be- 
ing held. The classes are conducted un- 
der the direction of Agency Assistant L. 
M. Huppeler. 

On Monday an address of welcome 
was given by President Bertrand J. 
Perry which was followed by a discus- 
sion of the service of life insurance by 
Vice-president Chester O. Fischer. 

Massachusetts Mutual held its first 
home office review school last May. The 
production since that time by those who 
attended has shown a substantial in- 
crease. 





Lincoln National's 
Monthly Survey of 
Insurance Buyers 


Office managers led all other occupa- 
tional groups last month in number of 
big policies bought and in total volume 
thus purchased, according to the Lincoln 
National Life monthly survey of buyers 
of life insurance for $10,000 or more. 
Tied for second, both in number of pol- 
icies and in volume, were retail dealers 
and army, navy, and marine air corps 
officers. 

The classifications listed according to 
number of big policies purchased were: 
Office managers; retail dealers; army, 
navy, and marine air corps officers; of- 
ficers of sailing vessels; housewives; 
druggists and pharmacists; "electrical sup- 
ply factory managers; builders and 
building contractors; commercial trav- 
elers; and insurance agents. 

Listed according to volume the occu- 
pational groups were: Office managers; 
students; retail dealers; army, navy, and 
marine air corps officers; lawyers, judges 
and justices; officers of sailing vessels; 
housewives; and druggists and pharma- 
cists. 


Portland, Me., Slate Announced 


The nominating committee of the 
Life Insurance & Trust Council of 
Portland, Me., has prepared a slate to 
be voted on at the annual meeting at 
the Portland Country Club, Oct. 30. 
This will be a dinner session. The 
slate is: President, R. A. Bramhall, 
vice-president Portland National Bank; 
vice-president, W. W. Banton, Con- 
necticut Mutual Life; secretary, D. S. 
Bradford, assistant trust officer Port- 
land National Bank; treasurer, H. C. 
Hathaway, Massachusetts Life. 

For the executive committee: G. K. 
Bradford, Canal National Bank; A. H. 
Sawyer, National Bank of Commerce; 
A. E. Libby, Casco Bank & Trust Co.; 
W. B. Cushman, general agent North- 
western Mutual Life; J. L. Day, gen- 
eral agent National Life of Vermont 
and D. H. Sayward, general agent John 
Hancock. 


Hits on Novel Gift 


E. C. Van Sprewenberg, agent in the 
M. T. Ford agency of New York City 
of the Equitable Society, hit on a very 
useful present to his wife on their first 
wedding anniversary. Instead of an- 
other gift he presented her with a pol- 
icy in the Equitable. This is a novel 
anniversary gift and one that might be 
followed by other agents. He suggests 
that as an agent goes around he make 
inquiry as to newlyweds, the marriage 
date and approach the husband as he 
nears the first wedding anniversary. 


Discuss Increasing Production 
The Cleveland Life Insurance Execu- 
tives Club discussed “How to Increase 
Production from Established Agents.” 
Chairman was J. H. Rutherford, Phoe- 
nix Mutual; assisted by a faculty con- 
sisting of Brown, Prudential; 
G. E. Ensign, Bankers Life of Iowa; 
Elmer Snyder, Massachusetts Mutual, 
and H. G. Wischmeyer, John Hancock. 











Gets Live Prospect List 
in Junior Chamber Drive 


Thomas W. Roberson, one of 
the Southwestern Life’s newer 
agents at Vernon, Tex., developed 
a live prospect list by heading the 
Junior Chamber of Commerce 
team which obtained the largest 
number of new members in a re- 
cent membership drive. He and 
his team not only got the honor of 
enrolling 56 of the 76 new mem- 
bers, but he also got the names, 
addresses and places of business 
of all the new members, whose 
ages range from 18 to 35 years. 
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$5256 A Year — 
$438 A Month — 
earned in 1938 


by a Western Life general agent living in a 
city of 17,000. 


1938 total agency production $255,162. 


1938 general agent’s personal produc- 
tion $125,251. 


This General Agent says: “Removing pro- 
duction pressure has enabled me to enjoy the 
business, give better service to my clients and 
quality business to my Company.” (His 1938 
earnings were $3817 in first year commissions 
and $1438 in renewals and bonuses for per- 
sistency and increase of insurance in force.) 


General agency openings available in Calli- 
fornia, Oregon, Washington, Idaho, Montana 
and Utah. Write for copy of financial state- 


ment. 
WESTERN LIFE 
INSURANCE COMPANY 
HELENA Since 1910 MONTANA 
R. B. RICHARDSON Assets — $14,453,761 LEE CANNON 


President Surplus — $2,300,000 Agency Vice President 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR. 
President 


GALVESTON, TEXAS 
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GROWTH OF COMPANY 


THIRTY-FOURTH ANNUAL STATEMENT, DECEMBER 31, 1938 


W. L. MOODY, lil 
Executive Vice-President 


GROSS INCOME .......... $ 21,064,262.25 
Increase over previous year, $1,579,237.17 

PREMIUM INCOME ......... 17,463,665.02 
Increase over previous year, $1,189,784.20 

Poss a ike ex, 74,672,002.62 
Increase over previous year, $7,251,122.00 

INSURANCE IN FORCE...... 704, 193,732.00 


Increase over previous year, $32,564,307.00 


PAID TO POLICYHOLDERS 
SINCE ORGANIZANION «2... 222... 2.050000 0% 


90,703,492.44 


Industrial and Ordinary 


Operating from Coast to Coast, from the Great Lakes 
to the Gulf, in Cuba, Puerto Rico and Hawaii 


Friendly + Progressive - Strong 











Protective Life Agents Win 
The Rewards of Quality 





a larger income from both first year and 
renewal commissions 


—more prestige through contacts with 
higher income groups 


—high standing in their home communities 
e 


“A quality Company with quality agents writing 
quality business on quality people.” 


Site 


LiFe INSURANCE ©. 
William J. Rushton, President 
BIRMINGHAM, 
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HIS may be your real opportunity—don’t knock. Simply 

write to the Agency Department of the United Life and 

Accident Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident proteetion, non-cancellable and non- 
proratable. 


United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and non-cancellable 
accident insurance. 


Do you want to increase your earnings? 
OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 
Concord, New Hampshire 


























LIFE VIEWS IN THE NEWS 


At a meeting of St. Louis Life Insurance & Trust Council, J. Atkins Parker, general agent Provident Mutual Life; Mr. Ander- 
C. Vivian Anderson, Provident Mutual, Cincinnati, talked on “Sell- son; Arthur E. Miller, general agent Union Central Life, and 
ing Life Insurance to Men of Large Means.” At the head table, council president; George O. Wolf, Mercantile-Commerce Bank 
left to right, were William King, president St. Louis C.L.U. chapter; & Trust Co., and George M. Pyle, St. Louis Union Trust Co. 





Upon their return from the St. Louis convention with the 
“Manager's Magazine” trophy won by the Los Angeles Man- 
agers Association for the second time, George H. Page, pres- 
ident (left), Leon A. Soper, past president, and Joseph Charle- 
ville, executive secretary, posed for this picture on the steps 
of the Los Angeles City Hall. 


Charles L. Bitzer was honored at a dinner on his first anniversary as general agent at Harrisburg, Pa., for the Massachusetts Mutual Life. Vice-president C. O. Fischer 
and R. L. Altick, Wilkes-Barre general agent, spoke. 





